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. Seven Turnovers a Year from Paint Displays 














The Hibbing Hardware Co. of 
Hibbing, Minn., Does 
This with a Stock Which 
Is Valued at $3,000— 
Darrow & Comstock Co., New 
London, Conn., Also 
Says That Displays Bring 
Paint Profits 














Another view of the house, showing its 


; . This miniature house sold paint for the 


Hibbing Hardware Co. completeness of detail 


of the company from carrying on the 
work at odd intervals during the 
day and sometimes after hours. Mr. 
Bergeron estimates that ordinarily 
it would take fifty days to construct 
the house. 

The display was in the window 
for ten days and during that time it 
attracted large crowds and favorable 


comment in all the local newspapers. 

The Hibbing Hardware Co. car- 
ries a $3,000 stock of paints, var- 
nishes and brushes which it turns 
over between six and seven times 
each year. 

According to Mr. Bergeron, the 
firm does very little newspaper adver- 
tising, but it keeps the name of the 
brand of paint that it sells before 
the public continually by using small 
signboards along the roads and by 


¢ 
4 UT in Hibbing, Minn., the Hib- 
bing Hardware Co. recently ar- 
ranged a novel display to 
stimulate sales in its paint depart- 
' ment. It was a miniature house 42 
' x 54 inches in dimension, and an ex- 
| act reproduction of the home of E. 
A. Bergeron, president of the firm. 
| The miniature house was the only 
object in the window, that is, it was 
| Placed in the center of the window, 
the floor all around it being covered 


80 as to represent a lawn. The 
accompanying illustrations of 
the house give a clearer idea of 
, its size and appearance than 
» any word descrip-- 
| tion could possibly 
' do, and we shall 
_ therefore waste no 
4 - in describing 


‘ The house was 
| built by clerks of 
| the Hibbing Hard- 
' Ware Co. during 
| their spare time 
_ last winter. It was 
' €ven necessary to 
'Make machines 
» With which to saw 
'the siding and 
/Shingles. This, 





using special paint window dis- 
plays several times a year. 

In commenting on what his 
firm does to attract new cus- 
tomers and hold old 
ones, he says: 

“Our clerks are 
well posted on 
wood finishing 
which is much ap- 
preciated by our 
paint customers. 
It is by being abie 
to advise custom- 
ers about the color 
and quality of paint 
-to use for certain 
kinds of work that 
we have been able 
to build up a paint 
department that 








"however, did not 
deter the salesmen 


Here is a sample of the business-getting paint displays used by the 


Comstock Co., New London, Conn. 


47 


makes it an easy 
matter to hold old 
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This view of the paint department of the Darrow & Comstock Co., New London, Conn., gives one an idea of the size of the 


customers who recommend new ones 
to our store. 

“During the ten days that our 
house was in the window we did not 
notice any marked increase in sales, 
but a large number of people came in 
to talk about paints and so forth, 
which leads us to believe that the dis- 
play was a good investment. 

“The Kelly Duluth Co., of Duluth, 
Minn., asked us for the use of the 
house for the first week in May 
(Clean-Up and Paint-Up Week). 
We sent it to them and since then 
dealers in two neighboring towns 
have asked us for it.” 

Mr. Bergeron emphasized the im- 
portance of window displays as a 
means of stimulating paint and 
varnish sales, which he characterizes 
as the most important asset that a 
retail hardware merchant can have. 

Similarly F. H. Rogers, manager 
of Darrow & Comstock Co., New Lon- 
don, Conn., which firm has a yearly 
average turnover of three times a 
year on a $3,000 paint stock, states 
that the fundamental thing for a 
hardware dealer to follow, in order 
to make his paint department profit- 
able is to “standardize” on one good 
paint line and one good varnish line 
and then add whatever specialties 
are needed to suit the requirements 
of local trade. 

“If a hardware merchant expects 
to be successful with his paint and 
varnish department he must keep his 


stock carried 


stock up,” Mr. Rogers recently told a 
representative of HARDWARE AGE, 
“and he must arrange frequent win- 
dow displays and devote a special 
section of his store to a well-ar- 
ranged and attractive paint depart- 
ment.” 

As the accompanying view of the 
Darrow & Comstock Co. paint depart- 
ment shows, Mr. Rogers practices 
what he preaches to the letter. The 
paint department of this store is in 
the rear and is partitioned off to in- 
crease the shelf space. There is, 
however, a doorway leading into it 
which is ample enough to allow a cus- 





When the place keeps looking duller 
A local use of color 
And a copious use of paint, 
With discretion and restraint, 
Will improve the local color 
Of the place. 





For the use of brush and paint 

Will remove the ancient taint, 

And a local use of color, 

With discretion and restraint, 

Will improve the local color 
Any place. 





—C. D. 





tomer standing in the front of the 
store to get a comprehensive view of 
the paint display. 

Mr. Rogers classifies window dis- 
plays as the most valuable means that 
a hardware dealer has at his disposal 
for attracting new customers and 
holding old ones. Next to window 


displays he lists counter displays, 
and an extensive use of manufactur- 
ers “helps” and advertising litera- 
ture. 

With his monthly statements Mr. 
Rogers sends out envelope stuffers 
and any general information on 
paint, varnish, brushes and kindred 
lines that he is able to obtain. The 
value of having salesmen who know 
the lines they sell cannot be overes- 
timated, according to Mr. Rogers, 
who believes that whenever it is pos- 
sible a dealer should try to make ar- 
rangements with the paint manufac- 
turer from whom he buys his paint 
so that he can have his clerks visit 
the factory to see personally how 
paint is made and the reason for 
various processes and color combina- 
tions. 

The more a man knows about the 
line he sells the better salesman he 
is likely to be, Mr. Rogers believes, 
and the more confidence he will in- 
spire in the minds of customers. 
Whenever a customer enters the Dar- 
row & Comstock store for paint he is 
immediately requested to step back 
into the paint department. There he 
is able to select the paint he desires 
himself, and an impression is also 
created on his mind that the firm car- 
ries a large and well-assorted line of 
paints, varnishes and brushes. 

New London, Conn., is a manufac- 
turing city, and the Darrow & Com- 
stock Co. also sells a large amount 
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Paints and varnishes are neatly arranged while paint brushes are sampled on panels. 


of white lead and unmixed colors to 
local factories. The significant fact 
that Mr. Bergeron of the Hibbing 
Hardware Co., in Hibbing, Minn., 
and Mr. Rogers of the Darrow & 
Comstock Co., New London, Conn., 
both emphasize is the importance of 
window displays and the value of 
having the store salesmen familiar 
with the lines they sell. They both 
insist upon these two points, and 
their reasons are explained in the 
number of their annual turnovers. 

This is, of course, the best season 
of the year for paint sales. We know 
a dealer who sells a great deal of 
paint to motor boat owners along the 
waterfront in a town near New York. 
He has requested us not to mention 
his name although he has no objec- 
tions to us telling something about 
his methods. 

When he first started selling paint 
he personally went out along the 
water front and interviewed prospec- 
tive customers. He took along paint 
and varnish cards with him and at 
the beginning made special induce- 
ments to get orders. In this way he 
was able to secure a number of 
orders for boat paint, and because 
of the quality of the paint and var- 
nish that he handled, the service that 
he gave and the fair prices that he 
quoted quite a few of the customers 
that he obtained, presumably at his 
Suggestion, bought other things 
from him especially in marine hard- 
ware, 


three times a year 


With the increase of business he 
added to his line and built up a good 
trade in general household merchan- 
dise. The following spring the paint 
sales materially increased, although 
he was surprised to find that many 
of his best paint and marine hard- 
ware customers of the previous year 
failed to reorder anything. Inves- 
tigation showed that some of his 
former customers had sold their 
boats or moved away. So that year 
he went out again and combed the 
beaches for customers. 

Although he started later than he 
had the year before, he attained a 
fair measure of success. During the 
rest of the year he employed the 
same methods to increase the sale of 
his other lines. He took walks 
around the section where his store 
was located, and learned the names 
and addresses of home owners whose 
houses needed repainting. Then he 
sent out circular letters explaining 
the principle that “if you save the 
surface you save all,” and offering 
to ’phone quotations on the quan- 
tity of paint the home owner would 
need for repainting. He kept send- 
ing circular letters at regular inter- 
vals and in some cases used the tele- 
phone with good results. As a result 
of these methods his sales multiplied. 

In all of his conversations and 
letters he was always tactful and 
never distastefully aggressive. The 
result has been that he has prac- 
tically cornered the paint market in 


This firm turns over a $3000 stock 


his section. Whenever he had an 
opportunity of delivering anything 
to a customer he always made a point 
of observing everything in and 
around the house that he could sell. 
If a door needed a new hinge or lock, 
if the screens needed new wire cloth 
or if there was a chance to intro- 
duce some household appliance he 
never lost an opportunity to make 
the extra sale. 

Naturally enough his business 
grew, and to-day instead of going out 
himself to interview customers and 
prospects he has trained men who do 
this work. Men on his delivery cars 
do a good deal of the observation 
work that the dealer himself used to 
do on foot. 

What these dealers do and have 
done by using their paint stock as an 
opening wedge for more business is 
only a few instances of many. It 
shows also some of the possibilities 
that there are for the hardware mer- 
chant who handles paint the way it 
is necessary to handle it in order to 
get the most out of it. 


Akron Dealers Form Club 
Akron 

other parts of Summit county, Ohio, 
have formed an organization known as 
the Akron Retail Hardware Club which 


Hardware dealers of and 


will be affiliated with the Merchants 
Association of Akron. George Pfarr 
was elected president and Jack Moore 
secretary. 
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The Frie 


ANY a man prefaces a reply to a query 
with “Well, I guess.” As a rule, you 
can always tell these “guessers’” before 
they have a chance to speak and you can almost 
always classify them as men who will not rise 
in business. Modern employers do not pay 
salaries to men who can only guess, but to men 
who have positive and definite information re- 
garding things. You can’t afford to guess—you 


must know. 
* * * 


It’s all very well to advertise yourself, but 
first be sure that you have something to adver- 
tise. You may be able to obtain a position by 
means of telling a prospective employer what a 
remarkable person you are, but in order to hang 
on to it you will have to prove it. 


% * * 


The greatest antidote for discouragement is a 
recount of past successes. It breeds confidence 
and confidence is the mortal enemy of failure. 

* * * 


The man who does not know fear is not neces- 
sarily brave. The bravest man is he who fears, 
but goes on to the goal regardless of that fear. 

* * * 


Your bed is one of the best friends you have. 
Worth-while friends are worth cultivating, so 
form the habit of spending sufficient time in 
sleep. You can’t do good work if you neglect 
your rest. Napoleon, they say, could do with 
only four hours sleep in the twenty-four, but the 
chances are that you are no Napoleon. Incident- 
ally, even he had his Waterloo. 


* * * 


Don’t overdo the spirit of friendliness. Some 
people are of a reserved and retiring disposition 
and the over-jovial salesman serves to irritate 
them. Be courteous and gentlemanly and you 
will find that you will go farther than the man 
who is slapping everybody on the back regardless 
of their position in the community. 

* * * 


No man who spends his time getting even can 
expect to get ahead in the world. We attain only 
what we strive for. 

* * * 


“When the salesman successfully closes a sale 
he accomplishes two things; he places a definite 
order on the books of his house, and he creates 
a potent advertisement for himself and his line, 
provided, of course, everything is as repre- 
sented.”—Robinson’s Crusoe. 

*% * * 


They say you can’t keep a good man down. 
How about a good secret? 


dly Road 


Know enough, but not too much. Many a man 
has talked himself out of a sale or a position by 
offering too much advice. There are times when 
it pays to listen instead of talking. The owl has 

ery little to say, but he has been the symbol of 
isdom for quite a number of years. 
* * * 


A the man who talks loudest about having an 
open mind is often only the possessor of an open 


mouth. 
* * * 


So long as a man’s body rules his mind he can 
never achieve success; so long as his mind rules 
his body he can never be a failure. 

* * * 


Don’t think of the future too much, but turn 
your mind in the direction of the past once in a 
while. Think of the time when you were an em- 
ployee and when the way was none too rosy. Just 
because you had a hard time in getting started 
don’t think that you should make it a difficult 
matter for your employees to get on their feet. 
More than one firm in this broad land of ours has 
lost valuable men because of the fact that the 
man at the helm couldn’t bear to see young men 
progressing faster than he did in his early days. 

* * * 


“If you go out of your way to accommodate a 
customer he will go out of his way to patronize 
you, and let his wants be known in advance.” 

—A. L. Kommers. 
* * * 


“Don’t expect applause. Deserve it. 
“Cringing and crawling will not get you very 
far in the end. 
“The highest form of spending is spending self 
for others.”—The American Printer. 
* * * 


Confidence is based on a square deal. 
* * * 


Depriving an employee of credit honestly 
earned is just as bad as robbing his pocketbook. 


Very often it is worse. It is robbing him of 


future opportunities. 
* * * 


Why do so many employers insist on asking 
for references. No employee would ever think 
of giving a person’s name as a reference unless 
he were sure of a good recommendation. Com- 
mon sense is the only dependable reference. 

* * * 


The man who is always “blowing his own 
horn” seldom has much ability for anything else. 
* * * 


A good deal of the spring fever that is com- 


plained of these days is contracted on park 
benches under the May moon. 
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Selling Tools 
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Evans Bros., Cincinnati, Ohio, Have Built Up an 
Exceptional Tool Business by Going Out of 
Their Way to Oblige Patrons 


| has often been said that tools 


are the backbone of the retail 

hardware business and ‘there, 
have been but few if any contradic- 
tions of that statement. There are 
a variety of other articles which are 
carried in the hardware store which 
may be also obtained at other retail 
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Some idea of the way Evans Bros. sample tools may be gained from this illustration. 
distinct tools makes it impossible for all to be shown. 


a 


establishments, but when a man pur- 
chases tools he invariably heads to 
the purveyor of hardware in order 
to satisfy his needs. 

Much has been said and written 
during the past few months to the 
effect that the country was experi- 
encing a building boom the like of 
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which has been conspicuous by its 
absence for several years. In large 
measure this is true, for from vari- 
ous sections of the country come re- 
ports to the effect that building 
permits greatly exceed in number 
those issued during 1921, or in fact 
almost any year since the beginning 











The fact that the firm carries over 80.000 


Above is another view of this department 
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This symmetrical display of carpenters’ and mechanics’ tools brought business to the 
8S. H. Davis Co. of Boston 


of the war. This being the case it 
would seem that the prospects for 
large tool sales are exceptionally 
bright at the present time, and there 
can be no denying the fact that they 
are. 


Meet Your Customers Half Way 


Granting the fact that the outlook 
is good, the individual merchant must 
nevertheless still be on the alert or 
he will not reap his share of the sales. 
All things being equal the large pro- 
portion of the tool business will go 
to the firms that take advantage of 
the situation and get out and hustle 
in an endeavor to make the most of 
conditions. Business will be done 
without doubt even by the firms that 
sit back and wait for it to come to 
them, but a far larger percentage of 
the profits and sales will be taken 
care of by the concerns that go out 
and meet the customers half way or 
more than half way. It’s merely an 
application of the old adage that “the 
early bird catches the worm.” 

Advertising will serve to awaken 
the interest of the prospective cus- 
tomers; personal solicitation will 
quicken the desire to buy; attractive 
displays will intensify the desire and 
adequate stocks will serve to clinch 
the sales. Once arouse a prospect’s 
interest by means of advertising and 
displays to the point where he enters 


your store and it merely remains a 
matter of salesmanship. 


What One Store Does 


Evans’ Bros., Cincinnati, Ohio, 
carry on one of the most extensive 
businesses in tools in that section of 
the country and also maintain an 
extensive stock of tools of all kinds. 
A. P. Hudson, purchasing agent of 
the firm, is authority for the state- 
ment that there are over 80,000 dis- 
tinct tools and parts carried. Prac- 
tically every trade can be accom- 
modated by this firm, and the stock 
is always kept up to the mark in 
order that any customer’s wants may 
be filled without delay. Service plus 
is the watchword, and some idea of 
the lengths to which this may be 
carried may be ascertained by the 
fact that Evans Bros., in times of 
acute shortages, have often sent em- 
ployees hundred of miles to “per- 
sonally conduct” shipments of tools 
from the manufacturers to the store 
shelves. 

It is a physical impossibility to 
sample every tool carried in stock 
but the mechanic or carpenter can 
usually see the object of his search 
when he enters this department. The 
salesmen are all specialists in this 
line and are able to converse intelli- 
gently with the mechanic in his own 
terms as to the merits of the particu- 
lar article he seeks. When a sale has 
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been completed the salesman does not 
merely wish the customer a good-day 
but while waiting for the change 
takes the opportunity to show him 
some of the latest and most improved 
tools used in his trade. 


Methods of Displaying Tools 


We reproduce herewith two illus- 
trations showing different views of 
the tool department of Evans Bros. 
which give one an idea of the manner 
in which this firm handles its stock. 
Tools are sampled on swinging wall 
panels with the balance of the stock 
stored behind them. Additional stock 
is also carried in drawers above and 
below the panels and in some in- 
stances tools are sampled in glass- 
fronted wall cases. Some of the 
finer mechanic’s tools are also shown 
in show cases. 

The third illustration shows a dis- 
play of the S. H. Davis Co. of Boston. 
This firm makes a determined and 
entirely successful bid for the pa- 
tronage of mechanics’ and carpen- 
ters’ tools. The window in question 
shows a display of mechanics’ tools 
so arranged as to invariably catch 
the eye of the passerby. At the back 
of the window may be seen calipers 
and compasses mounted upon velvet- 
covered boards. These are symmetri- 
cally arranged and present a pleasing 
and attractive appearance. On the 
floor of the window are a number of 
other tools which are grouped ac- 
cording to their nature, while at the 
foot of the back boards are placed 
several tool chests. 


Cleveland Holds Interesting 
Exposition 
Electric labor saving equipment for 
the kitchen and laundry formed a very 


conspicuous part of the American 
Building Exposition held in Cleveland, 
Ohio, April 22 to May 2, under the 
auspices of the Cleveland Builders Ex- 
change. The exposition was held in 
the new public hall which is a mag- 
nificent building for exposition pur- 
poses and provided ample space. 

The exhibit included many makes of 
electric washing machines and various 
other labor saving electrical equipment 
including dish washing machines, 
clothes dryers, vacuum cleaners, elec- 
tric ironing machines and electric re- 
frigerators. Other lines shown in- 
cluded builders hardware, stoves and 
ranges, heating furnaces, hot water 
heaters, floor registers, weather strips 
and screens, paints and _ varnishes, 
kitchen and bath room plumbing equip- 
ment, fire extinguishers, residence 
water systems and radio batteries. 

Two booths were occupied by Cleve- 
land hardware companies, the George 
Worthington Co., and Davis, Hunt & 
Collister Co., and an attractive display 
of builders hardware was made by them. 
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Gaining Good Will With an Anniversary 


The Barrett Hardware Co., 
Joliet, Ill., Celebrated 


Its Seventy-first 


Birthday with a Sale 
Which Served to Create 


Many New Customers 


to a community is the record of 
the Barrett Hardware Co., of 
Joliet, Ill. The business was founded 
by William F. Barrett in 1851, and 
upon his death in 1879 the control 
was taken over by J. O. Barrett, 
who is still actively engaged in shap- 
ing the destiny of the firm. Prior to 
his father’s death, a fire destroyed 
the entire building and stock, and 
when he was called upon to take 
complete charge, the burden was not 
a light one for such young shoulders. 
As years went by the store was 
located in various buildings, each 
move meaning larger quarters. How- 
ever, fire again reduced their efforts 
to ashes and from the ruins rose the 
impressive four-story building now 
known as the Barrett Block. 
Throughout his successes and his 
disappointments J. O. Barrett, the 
president of the firm, has had his 
brother, E. C. Barrett, and E. M. 
Moore to share his responsibilities. 
They have been equally instrumental 
in bringing the business to its state 


G ‘to » communi years of service 











Against a background of the store itself are seen its three moving spirits: EB. C. Bar- 
rett, secretary and treasurer; J. O. Barrett, president, and E. M. Moore, vice-president 


of perfection. Mr. Moore is vice- 
president and has charge of the re- 
tail activities, while E. C. Barrett is 
secretary and treasurer and also has 
charge of the large shop. 

For years these men have labored 
to give to Joliet and its surrounding 
territory a hardware store of excel- 


lence. Their efforts have not been in 
vain, as can readily be realized when 
one looks over the establishment 
which employs about seventy-five 
people and has two retail floors 66 
ft. wide and 150 ft. deep. 

No matter how large a business 
grows or how much prestige it has 
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This is one of the window displays used by the Barrett Hardware Co., 


Joliet, Il., 


in celebrating its seventy-first anniversary. 


Washing machines, ironers, paints and tools are shown 





54 


gained, there must always be that 
constant effort, on the part of every- 
one concerned, to make it bigger and 
better. When a man stops by the 
wayside and says he has accomp- 
lished enough, he had better sell out 
and let somebody step in who can 
carry on the work. If he does not 
keep everlastingly at it, the proces- 
sion will pass him by and he will no 
longer remain an important factor 
in that particular community. 


Public Demands Service 


Business men to-day watch every- 
thing they possibly can in order 
to increase their sales and _ busi- 
ness. The more they are able to do, 
the better they can serve the people 
who trade with them. They buy in 
large quantities so that they can sell 
at less profit. They can employ more 
people and in general they are worth 
more to the community .than the 
merchant who struggles along with 
what happens to come into his door. 

In order to show their apprecia- 
tion to the public and at the same 
time increase their good will and pat- 
ronage, the Barrett Hardware Co. 
holds an annual sale in connection 
with their anniversary celebration. 
This year the seventy-first anniver- 
sary was celebrated and great pains 
were taken to make the sale and gen- 
eral “‘get together” a. success. The 
store was decorated for the event 
and large announcements were pub- 
lished in the papers. About a week 
before the sale, the first announce- 
ment was published and it was fol- 
lowed up each day with different ads. 

Rather than give out expensive 
souvenirs the firm decided to take 
different kinds of merchandise and 
sacrifice a certain amount of profit so 
that the public could benefit. The firm 
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accordingly announced that certain 
articles would be sold for 71 -cents 
each. £3 

These were all articles that would 
retail at prices from $1 to $1.75, and 
offering them at 71 cents tied them 
up very nicely with the seventy-first 
anniversary. A special was also 
made on vacuum sweepers and wash- 
ing machines at $71, which also 
served to carry out the idea. 

The sale lasted only for one day, 
and all prices on these specials were 
withdrawn after that. It is esti- 
mated that over 6000 people came 
into the store during the day. Cash 
sales alone numbered 1240, to say 
nothing of the charge sales. Two 
ranges were sold, ten electric wash- 
ing machines, three vacuum sweepers 
and one ironer. About 400 of the 
specially priced items were taken 
out. Manufacturers -were repre- 
sented by their own salesmen who 
worked with the store’s salespeople 
all day long. 

The manufacturers distributed 
over 500 sample cans of paint and 
varnish and 2000 souvenir banks 
were given to school children. Hav- 
ing the. manufacturers’ representa- 
tives in the store was a great in- 
spiration for the salespeople, and 
the close contact gave them a great 
store~of information which should 
be of advantage to them in making 
future sales. 

A friendly rivalry existed between 
the various departments as_ each 
salesman and the factory represen- 
tative wanted their particular de- 
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partment to do just a little bit more 
than the other. The interest aroused 
was lasting and extremely beneficial. 

E. L. Young is now managing the 
retail floors and has charge of the 
windows. His efforts had much to 
do with the success of the opening. 
The windows, reproduced herewith, 
had “71” in large figures on the back- 
ground. The merchandise displayed 
consisted of items which could be 
used at that particular time—tools, 
washing machines, ironers, paints, 
plumbing goods, auto accessories 
and seeds. 


Pushing the Seed Department 


The firm is very proud of its 
seed department. It is a new line, 
and the firm members told all the 
salesmen that they wanted each one 
of them to take part of the responsi- 
bility, so the department could be 
added without increasing the operat- 
ing expenses. Each man agreed to 
do his best, with the result that the 
sales have gone far beyond expecta- 
tions. Each salesman asks a cus- 
tomer if he has a garden and fur- 
nishes him catalogs and circulars on 
trimming trees, insecticides and fer- 
tilizers. This co-operation has 
brought the department up in great 
shape and this fall imported bulbs 
will be offered in large quantities. 

An anniversary or an opening 
does many things for the hardware 
merchant. It increases his sales, 
cements old friendships and makes 
new ones, increases the interest of 
the salesmen, and opens up a field of 
prospects who could not be reached 
in any other way. Above all, it is an 
indication to the public that the 
merchant appreciates their loyalty 
and wants to demonstrate to them 
that he appreciates it. 

















Another display used during the same anniversary. Tires, auto dccessories and seeds are the featured items in this instance. 
E. L. Young was the man in charge of the installation of these displays 
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The Bunting Hardware Co., Kansas City, Mo., has succeeded in featuring in this display an assortment of refrigerators calculated 


to appeal to purses of various sizes 


Begin the Refrigerator Season With a Sale 


An Event of This Kind Will Call the Attention of 
the Public to the Fact That It Is Advisable 


to Make Purchases Before Summer Begins 


HE refrigerator business is, of 
/ course, best in the spring and 
early summer. 

Sour cream and melted butter, 
quickly spoiling foods and luke- 
warm drinking water will quickly 
persuade the housewife that if she 
is unable to use last year’s ice box, 
she would do well to hustle out and 
buy a new one. 

Moving time also affects the sale 
of ice boxes. They are frequently 
given for gifts when new homes are 
occupied. Christmas time fre- 
quently finds good sales being made, 
but the time that the ice box is 
needed to make foods and drink 
edible and palatable is the time of 
the year to push the sales of this 
useful household commodity. 


Opening With a Special Sale 


It is often good business to open 
the season’s campaign with a spe- 
cial sale. This does not mean to 
cut the price which would eventual- 
ly mean establishing a price cut 
too low for profit, and robbing the 
store of its regular even trend of 
trade. The sale must offer other 
inducements besides cut prices. A 
gift may be given in connection 


By Lucite E. Mac NAUGHTON 


with the purchase, but it is best to 
give some kind of household article. 

This is the way in which one well 
known’. Western hardware store 
starts its campaigns. This store 
runs the opening sale of refrigera- 
tors for one week only, and during 
that time offers as a special induce- 
ment a gift of household articles, 
such as aluminum, glass cooking 
ware, enamel ware, cooking utensils 
of various kinds to the amount of 
$5 to $10, according to the price of 
the refrigerator sold. 


A Demonstration Ice Box 


In order to make such a sale more 
attractive and also to make the 
household department more inter- 
esting to the prospective customers, 
a demonstration ice box can be 
shown. This is made with a glass 
front and back and should contain 
a great cake of clear ice, after 
which it is filled with an appetizing 
array of foods. If this box is one 
which is guaranteed by the manu- 
facturers not to permit an inter- 
mingling of odors, it is good busi- 
ness to choose foods for the demon- 
strations whose odors ordinarily do 
mingle, such as milk, cheese, ba- 


nanas, butter, melons, etc. The dis- 
play can be made inviting by using 
brightly colored foods. Vivid red 
tomatoes, green peppers, crimson 
berries gnd perhaps a big juicy 
steak, will serve to present an appe- 
tizing picture. These foods are 
kept in a perfect state of preserva- 
tion, and induce thoughtful consid- 
eration on the part of the house- 
wife, whose weekly allowance and 
whose carefully kept budget must 
take care of so many things. 

A box of matches should be kept 
within close reach so that one may 
be scratched within the ice cham- 
ber at any time in order to illus- 
trate to the prospective purchaser 
the dryness of the interior. 


Advertise the Sale 


In order to make this sale go over 
big, an interesting newspaper cam- 
paign should be planned, describing 
the special sale, not forgetting the 
gift and inviting the prospective 
customers to attend the demonstra- 
tion. 

A fine window display is most 
essential and one entire window 
should be devoted to the display of 
the most popular sizes. If a white 
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refrigerator with table, stove and 
all other kitchen accessories to 
match can be arranged so as to give 
the appearance of an _ up-to-date 
kitchen it should prove an attention 
getter and a real drawing card. 

Even though the season starts 
out cold and dreary, the hardware 
merchant must create a demand for 
this merchandise. He must not wait 
for really auspicious weather, for 
blistering hot days will come all 
too soon, and he will find that his 
competitor anticipated the needs of 
the housewife and filled her order 
for a refrigerator before the sum- 
mer days arrived. 

While she is looking at stoves or 
washing machines or any other 
piece of household merchandise is 
the time to direct her attention to- 
ward the ice box which she will 
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force an instructive talk, and they 
derive considerable benefit from his 
experiences. 

The factory is continually work- 
ing out new improvements, and it 
is a great thing for the local force 
to have these men come in, explain 
new features and advise in regard 
to difficulties which may arise. 

The factories usually have a plan 
of national advertising with which 
the local firms can hook up and 
derive real benefits. Last year 
the Bunting store carried a series 
of billboard advertisements through 
the best months of the season. 
These highly artistic and compell- 
ing boards, forty-eight in all, were 
posted on the intersections of 
street car lines, boulevards and 
avenues where they could not help 
but attract the attention of thou- 
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of results. Each day the salesmen 
secure names of good prospects, and 
these are all kept in the prospect 
book, one book for each department 
of large items such as washing ma- 
chines, refrigerators or ranges. 

The advertising department 
watches these books and sends out 
the literature. As soon as a pros- 
pect comes in and purchases an ar- 
ticle the name is scratched off the 
prospect book. In this way a good 
list of prospects is kept right up 
to the minute and a large number 
of sales may be secured. 

The sale should then open with a 
rush, and if all of the conditions 
are favorable a lot of very good 
business will be the result of the 
week’s work. 

This refrigerator business is the 
hardware merchant’s if he goes 
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A. Galpin’s 
Sons of 
Appleton, 
Wis., have 
arranged 
a model 
summer 
kitchen 
which 
brought 
many new 
customers 
to the 
store 


o, 
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An ice bou, 
kitchen 
cabinet, 

gas range 

anda 
table 
made a 
perfect 
tie-up of 
articles 
needed 
during 
the hot 
months 
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need sooner or later. For this rea- 
son the handsome enameled boxes 
must be kept to the front, where 
they cannot help but attract favor- 
able attention. 


Feature This Line Prominently 


Since refrigerators fit in so nice- 
ly with the other lines that the 
hardware merchant handles, he 
should not for one minute allow this 
line to be overshadowed or over- 
looked, but should push it right to 
the front, especially during the 
spring months. If he does not se- 
cure these profits he allows a very 
profitable business and a good op- 
portunity to slip by. 

The Bunting Hardware Co. of 
Kansas City, Mo., has found that 
the special sales idea works out suc- 
cessfully and recommends it as a 
plan which can be followed very 
profitably by all dealers, large or 
small. 

At the beginning of the season a 
salesman from the factory usually 
visits the store and gives the sales 


sands of passers-by on the high- 
ways each hour of the day. 

As the success of a business de- 
pends upon the turnover, the dealer 
must not think he has to load up on 
all sizes of refrigerators, but 
should choose the sizes most likely 
to be demanded by the people in the 
community in which he transacts 
business and keep a sufficient supply 
of them. 

The merchandising of refrigera- 
tors must be watched very care- 
fully, as the dealer should be able 
to supply the demand and not lose 
a sale for lack of popular sizes, and 
at the same time he must not have 
so many on hand that he will be 
obliged to carry over an expensive 
stock. 

Advertising Helps 


Sending out form letters and at- 
tractive circulars on a product at the 
beginning of a season or a sale is 
good business and usually brings 
good returns. Notifying a prospect 
by phone or letter several days in 
advance of a sale is also productive 


after it hard enough. The women, 
who buy the largest percentage of 
the merchandise for the home, are 
perfectly willing to trade in a hard- 
ware store, and he can have them 
for his regular customers if he dis- 
plays the merchandise they want 
and shows them careful considera- 
tion when they come in to buy. 


New Catalog of Star Brushes 


The Star Brush Manufacturing Co., 
34 Thirty-fifth Street, Brooklyn, N. Y., 
has recently issued an exceedingly com- 
plete and informative catalog which is 
descriptive of the products of the com- 
pany. Sixty-four pages have been de- 
voted to illustrations and descriptions 
of the various brushes manufactured 
by the firm for painting, varnishing, 
kalsomining, roofing, art work, etc. An 
unusual feature is noted in the inclu- 
sion of ten colored pages which sepa- 
rate the various classes of brushes. 
These pages which are of heavy tinted 
paper of different colors are thumb- 
nail indexed and contain worth while 
advice to the ultimate consumer re- 
garding the proper care of the different 
kinds of brushes. 
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1". month of June 
is universally re- 
garded as one of 
the most delightful peri- 
ods of the year. Warm 
breezes, green grass and 
a multitude of flow- 
ers all serve to con- 
vey to one a sense of 
peace and security. 
It is the season of 
weddings and grad- 


Screens Bring Health and Hardware Profits 


issues a prize every 
year for the member 
who succeeds in killing 
the first fly. The illus- 
tration at the top of 
this page shows the 
way in which New 
Orleans gets into 
the fight. Large 
billboards such as 
are shown in the 
picture are to be 





uations, and nature 
and mankind seem to be thoroughly 
satisfied with themselves and with 
conditions in general. 

But although spring and early 
summer are beautiful in themselves 
they have certain features that act 
as decided drawbacks. Every creep- 
ing, crawling and flying pest known 
to man puts in its appearance with 
the first warm days. Mosquitoes, 
June bugs, gnats and flies are to be 
found in abundance and when all is 
said and done the worst of these are 
flies. 

Until comparatively recently flies 
were regarded in much the same 
way as are June bugs and other in- 
sect pests. They were unpleasant to 
be sure, but aside from the fact that 
they had the disagreeable habit of 
falling in the butter and in the coffee 
they were generally disregarded. 
Came then the 


Anti-Fly Campaigns Offer 
an Unusual Advertising 
Opportunity to the 
Retailer 


company kitchens. Dysentery and 
fever followed in the wake of these 
pests which, under the existing con- 
ditions, could not be guarded against. 

Conditions such as obtained in 
France during the summer of 1918 do 
not exist in this country at the pres- 
ent time, but nevertheless the fly still 
constitutes a deadly menace. The 
slogan “swat the fly” makes its 
appearance every year during the 
first warm days and is universally 
observed from coast to coast. The 
Merchants’ Association of New York 


found throughout 
the city, and upon these is to be 
found information to use in guard- 
ing against the spread of disease by 
these winged carriers. 

Fly-time means screen-time, and 
it is in the sale of screens and screen 
doors that the up-to-the-minute hard- 
ware merchant can cash in on the 
anti-fly war. Time was when screens 
were regarded as a luxury but they 
have come to be looked upon in the 
light of a necessity, and their sale is 
practically certain. The field is 
broad and includes every person who 
owns or rents a home, schools, public 
buildings, contractors, etc. Screens 
and screen doors lend themselves 
particularly to display purposes and 
when coupled with “swat the fly” 
propaganda readily serve to arrest 
the attention of those passing by. 

Screen doors and screens of vari- 

ous sizes are 


a 





knowledge that 
these supposedly 
Summer nul- 
sances were in 
reality germ car- 
riers, and deadly 
enemies to health 
and to life itself. 

Any soldier 
who served over- 
seas will tell you 
that a large pro- 
portion of the 
diseases, known 
as camp diseases 
and common to 
every army in the 
field, were occa- 
sioned by the flies 
which after hav- 
ing congregated 
in the neighbor- 
hood of the de- 
bris of the battle- 
fields proceeded 
to contaminate 
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readily adaptable 
for display pur- 
poses, and togeth- 
er with showcards 
and printed prop- 
aganda regarding 
the fly menace 
may be used to 
the decided ad- 
vantage of the 
hardware mer- 
chant. A display 
of this type is 
shown at the bot- 
tom of this page. 
The several types 
of doors and 
screens have been 
arranged symmet- 
rically and a 
border of inform- 
* ative literature 
has been placed 
at the outside of 
the display. It 
should suggest 














the food in the 


An interesting display of screens and screen doors coupled with anti-fly propaganda 


much to dealers. 
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be HE questions received during the 

past month have been few, but 
they have been right to the point. 
A New Douglas, Ill., store says, 
“Send me information on paints.” 
Please read all of the back numbers 
of HARDWARE AGE as to quality and 
sales talk, and this number for sales 
helps. 

The advertising agency that asks 
for the amount of varnish sold in 
the United States, the territories 
where it is sold, and the season of 
sale, can get that information from 
“Save the Surface” headquarters, 
Bourse Building, Philadelphia, Pa. 
They have it compiled in the way 
in which we think it is wanted. 

The most interesting letter that 
was received during the month, and 
for which we thank the writer, we 
give below. The man who wrote 
this letter has done us a favor, for 
it brings us right up to a point where 
we can get rid of a lot of stored-up 
matter which we feel will do most 
of the dealers a lot of good. He 
says: 

“We are a small hardware store 
in a town of 5000 population. We 
formerly carried quite a stock of 
paints and varnishes, but in late 
years we have paid a good deal 
of attention to what every sales- 
man that we knew has had to say, 
with the result that our stock 
now consists of odds and ends 
from several different manufac- 
turers. 

“Due to the activity of one of 
our competitors, who is handling 
a standard line and one that is 
well advertised, and who has in 
some way connected his store with 
the national movement for ‘Sav- 
ing the Surface,’ we have had 
some of our old trade ask us 
whose paint we sold. We are los- 
ing considerable business. 

“We are placing our order for 
a complete stock with one manu- 
facturer to-day. This manufac- 
turer has agreed to do a lot for 
us in the way of store advertis- 
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ing. We want you to give us your 

ideas as to how we shall go about 

it in order to get the best results 
and how we can get the home 
town benefits from the ‘Save the 

Surface’ campaign.” 

The first thing that should be done 
is to set off a space in the front of 
the store, right up near the window, 
where the stock can be seen from 
the street and where the customer 
has plenty of light under which to 
choose colors. Place the line on the 
shelves in an attractive manner, ar- 
range all of your paint advertising 
where it will be seen, have the paint 
paddles showing the colors where 
they will strike the eye, have color 
cards handy and then use them. 

Take every bit of reading matter 
that is furnished by the manufac- 
turer, read it and study it. The 
manufacturer has spent money to 
print for his trade all that he knows 
of his goods. The hiding power, 
spreading capacity, working and 
drying properties, wearing qualities 
—you should know all of these and 
be prepared to talk them. Keep up 
this study, write the manufacturer 
and ask for everything that he has 
on hand that will help you. See that 
every one connected with the’ busi- 
ness reads and studies, and is kept 
posted. ; 

Then go out and sell paint, for yo 
will never get vour part of the trade 
by remaining behind the counter. 
Put in a certain number of hours each 
week going out after paint business. 
Circularize every painter and builder 
in your town. Start an advertising 
campaign in your local paper. Fol- 
low up each builder of a new house 
and see if it is not possible for him 
to specify your paint on the job. 
Call to the attention of every house 
owner that there is a place where 
he can use paint and that paint is 
going to save him money, and that 
paint is cheaper than repair bills 
paid to carpenters and tinners. 

How can he get the benefits of the 
“Save the Surface” campaign? We 
are going to answer this, and at the 


same time answer another one that 
was received, that asked: “How can 
the dealer tie up with the manufac- 
turer in the “Save the Surface” mov- 
ment?” He said that he had taken 
it up with the salesman that sold 
him his paint and that he was not 
posted. We hope the salesman gets 
the chance to read this. 

In order to get all of the benefits 
of this great movement, write “Save 
the Surface” headquarters, Bourse 
Building, Philadelphia, Pa., and ask 
for “Sell Harder,” the book that 
they are sending to the dealers. 

Ask “Save the Surface” headquar- 
ters how you can become just as 
much of a factor in this great move- 
ment as the manufacturer whose 
goods you sell. You are already 
using the “Save the Surface” slogan 
as furnished by the manufacturer, 
you are deriving the benefits from 
the campaign carried on through the 
national magazines and through the 
“Save the Surface” calendars which 
are in 200,000 homes. Why not put 
your own “Save the Surface” ad- 
vertising in the hands of every pros- 
pect in your own town, have the 
regular slogan in your window, on 
your wagon and truck, and see that 
the certificate indicating that you 
are a member of the “Save the Sur- 
face” movement is displayed in a 
prominent place in the store. Get 
all of the advertisements a month in 
advance and display them on the 
large easel which is furnished. Use 
the slogan on all of your stationery 
and cards, and get the benefit of all 
the thousands of dollars which are 
being spent. 

The above is our answer to the 
two letters, but we are in hopes that 
there are many readers who will 
act in the matter. If they have the 
paint stock in the back of the store 
or down in the cellar, bring it up 
front, make a display of it, trim the 
windows with paint and the worth 
while window trims furnished by the 
manufacturers. Write “Save the 
Surface” headquarters, Philadelphia, 
and then follow their instructions. 
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Lest We Forget 


Memorial Day Gives the 
Hardware Merchant 
An Opportunity to Honor 
the Men Who Have 


Fought the Nation’s Battles 


HE hardware merchant occu- 

pies a unique place in the 

community. He sells mer- 
chandise that lasts longer and is 
given harder use than that offered 
by any other class of merchant. He 
represents the solid element of our 
everyday existence. 

Consequently he exercises more 
power in a community than other 
dealers because of his representa- 
tion. A real merchant is a leader. 
He is responsible for the advanced 
civilization and living conditions of 
his community. He is the man who 
can stir up latent patriotism. 

Decoration Day has_ various 
meanings to most of us. To some 
it is a sad day, to others it is a 
holiday to be filled with fun and 
merry-making. Decoration Day is 
intended as a day of respect-to the 
departed. More people should give 
it consideration, especially in view 
of the fact that the cemeteries of 
our country have so lately received 
our brave soldiers who gave their 
lives “Over There.” 

The window of the hardware 
store is the merchant’s mouthpiece. 
Through this medium and his local 
papers he speaks to his community 
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Lost we forget 








This display of the VanDevoort Hardware Co., Lansing, Mich., is equally 
adaptable for Memorial Day or Armistice Day 


in the name of better merchandise, 
merchandise which lifts the stand- 
ards of living by its durability, its 
labor saving and its convenience. 
Through these windows and the 
papers this same merchant can 
show his patriotism and make 
others stop and realize what it 
means to be an American citizen. 
The window from the VanDe- 
voort Hardware Co., Lansing, 
Mich., is very compelling. It was 
trimmed by A. D. VanDevoort and 
stirred up a feeling among the 
“boys” of good will toward the firm 


which will produce business results 
later. 

The background showed one of 
the battlefields and the soldier is 
seen standing over an abandoned 
machine gun nest. All of the equip- 
ment of the fleeing German is just 
as it might have been left, and the 
doughboy is contemplating his vic- 
tory. 

One of the most artistic and ap- 
propriate Memorial Day displays 
that any hardware firm has ever 
shown, and which is reproduced 


(Continued on page 64) 














Draped flags surrounding a reproduction of the poem “In Flanders’ Fields” make this window of the Banister & Pollard Co., 
Newark, N. J., both beautiful and impressive 
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Analyzing the One-Stroke Roman Alphabet 


The Second Lesson of This Series Gives Additional 
Detailed Information and Also Discusses the 
Making of Roman Numerals 


By JOSEPH BERTRAM JOWITT 


2nd. Lesson —Show-Card Roman 3 
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Complete instructions for making of 
letters and numerals are embodied in 

this chart 





T makes very little difference in 
I learning show-card writing 
whether the hand is steady or 
shaky at first, because in forming a 
letter or numeral it is not so much 
the formation of each stroke as it is 
in knowing just where to place 
them. For example, take the letter 
O or zero at the bottom of alphabet 
plate; the first stroke is at the left 
forming one-half the numeral, 
while stroke No. 2, which is just 
the reverse taken to the right, com- 
pletes the letter. It would be very 
difficult to make this letter by any 
other rule. The beginner should al- 
ways remember in forming any let- 
ter or numeral that the first stroke 
is always a left stroke. 











Below is shown the method used in 
laying out a show-card in symmetrical 
fashion 





by a series of eight single strokes 
necessary to complete the finished 
letter. First comes the thick or 
heavy basic stroke at the left; then 
the three lighter strokes (follow- 
ing the arrows) 2, 3 and 4; these 
three horizontal strokes join the 
basic stroke at top, center and bot- 
tom. When making the heavy 
strokes remember to use the full 
width of the brush. The lighter 
strokes are made with the tip end 
of the brush. This may easily be 
accomplished by rubbing the point 
of the brush at right angles. This 
is done in the same way as you 
would roll a pencil with the end of 
your thumb between the first and 
second fingers. The sharp “spurs” 


The capital letter EF at the top of | a ca é : a at the top and bottom are the fin- 
plate shows the simple development \sose.5= °° *s cb salina ishing touches and are made on the 
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order of a little “v,” as shown be- 
low. The capital letter F is con- 
structed in the same manner, save 
that the bottom horizontal stroke 
is omitted. 

The evolution of the letter G is 
plainly shown in every stage of its 
construction up to the finished let- 
ter. In making the first stroke the 
tip end of brush is placed on the 
card at the top guide line after first 
being sure it is well charged with 
ink or color. The downward sweep 
is then made to the left and as a 
slight pressure is brought upon the 
brush the stroke will widen. The 
pressure on the brush should be re- 
leased just as soon as the widest 
part of the letter has been reached 
until the tip end of brush rounds 
the curve at bottom the same thick- 
ness as at the top. 

The capital letter H is very sim- 
ple, two upright strokes of equal 
thickness joined together in the 
center by a horizontal thinner 
stroke and finished off at the top 
and bottom with sharp “v-spurs.” 


The Practice Strokes 


The exercises or practice strokes 
shown on the second line of the 
plate are really the elementary 
strokes of the letters on the first 
line, and it is a good idea to prac- 
tice on these strokes before attempt- 
ing to copy any of the letters. Prac- 
tice on old newspapers and make 
the strokes at least twice the size 
as those shown on the plate. 

Remember to hold the brush eas- 
ily between the thumb and the first 
two fingers. Place the fingers well 
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Scrolls serve tu emphasize the 


illustrations 
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I is more than a toaster 
It boils, broils ; 
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Capitals, lower case letters and numer- 
als are all used tn this card 


down on the handle of brush just 
touching the ferrule. In making 
the upright strokes as in E, F and 
H, the brush should be held straight 
in front of you after flattening it out 
by working it backward and forward 
on a piece of paper in order to thor- 
oughly distribute the ink into the 
hairs. Start at the top guide line 
and make a bold stroke downward, 
stopping when within an eighth of 
an inch of the bottom guide line. In 
making the thinner or horizontal 
strokes the brush should be shaped 
to the size of the stroke desired by 
again working it backward and for- 
ward as before. This wiping out 
process of flattening the brush each 
time before applying it is one of the 
most important things, and is really 
the whole trick in making clean cut 
one-stroke letters. You cannot dip 
a brush in paint and immediately 
apply it to any surface and expect 
it to produce strokes of uniform 
widths. 


The Lower Case Letters 

The lower-case letters, d, e, f, g, h, 
are much more simple in their con- 
struction than are the capital letters, 
on account of the fewer strokes re- 
quired to finish them. Follow the 
direction of the arrows in joining 
the different strokes. The capital 
letter E requires just eight appli- 
cations of the brush before it is ab- 
solutely finished, while the lower 
case letter “e’”’ requires but three 
single strokes to complete it. Re- 
member the extreme top and bottom 
guide lines ruled for the lower case 
letters should be the exact height of 
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the capital letters of the same alpha- 
bet. The lower case letter e is 
made wholly within the main body 
guide line, and the rest of the letters 
extend above and below just one- 
quarter of the entire space. 

The Roman numerals shown at 
bottom line are made according to 
the direction the arrows point. The 
little cross or x indicates just where 
the brush was applied and removed. 

The card featuring “Radio Sup- 
plies” tells the entire story in a very 
few words and the line through the 
center at the bottom helps to divide 
words equally. 


Good Equipment Essential 

The reason why so many begin- 
ners at show-card writing are not 
successful is that they do not start 
in the right way. An alphabet be- 
fore you, a bottle of watery fountain 
pen ink and any old brush will not 
do. Four penny nails cannot take 
the place of ten penny nails. The 
beginner’s show-card equipment 
must be modern in order to do mod- 
ern, one-stroke lettering in a satis- 
factory manner. 

A No. 12 genuine, red sable, show- 
card brush retails for about $1 each, 
This may seem a rather high price 
for one small brush, but when one 
considers that such a tool will render 
constant service for several years it 
is a good investment. 

The expert show-card writer may 
be able to “get by” with almost any 
kind of a lettering brush as he will 
eventually break it in, but the begin- 
ner at the art must have the very 
best tools and instructions. 


Domanco 
Guaranteed 
Electric Iron 


$D. 


Another excellent example of an 
attention-compelling show-card 
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- Paint Profits in Clean-Up Campaigns 
| Clean-Up and Paint-Up Weeks Offer the Retail Merchant 


An Opportunity to Increase Paint and Varnish 
Sales and to Obtain Publicity as Well 


AS your town had a clean up 
H and paint up campaign this 

year? Or has it such a cam- 
paign planned for the near future? 
If it has already held an event of 
this kind, did you as a retail hard- 
ware merchant make the most of 
it? If not—why not to all three 
questions? 


As most hardware merchants 


ous town, which will reflect credit to 
all concerned. 

In New York City, Mayor John 
F. Hylan set aside the week begin- 
ning May 1, 1922 as an official clean- 
ing and painting week and ordered 
all municipal departments to co- 
operate with citizens in cleaning and 
painting the homes and business 
places throughout the big city. 


dealers to pattern after. This win- 
dow shows an excellent assortment of 
paint and brushes and the idea of 
painting up is carried out in the 
posters and show cards. 

It will be well for the dealer to 
remember that he must take an 
active part in the activities of the 
campaign in a general way as well 
as in the details of selling paint from 














ui 
This is the way in which the Cunningham Hardware Co., Mobile, Ala., went after the paint business during the clean-up 


campaign in that city. Incidentally, the firm realized handsomely on its efforts 


know, the National Clean Up and 
Paint Up Campaign Bureau was or- 
ganized in 1912 with headquarters 
in St. Louis. Its purpose as ex- 
plained in its literature, is to co- 
operate in making “better home 
towns” throughout the country. 
Each year since this organization 
was formed hundreds of cities of 
varying size have called upon the 
Bureau for aid in conducting a 
campaign of this nature. The 
Bureau has furnished suggested 
newspaper advertisements, adver- 
tising -electros, poster stamps and 
plans for the enlistment of interested 
merchants. 

The beauty of such a campaign 
lies in the fact that the local chamber 
of commerce will gladly help in every 
possible way; local newspapers will 
also do the same thing, for a better 
looking town means a more prosper- 


Mayor Kiel of St. Louis, did the 
same thing and reports indicate that 
large cities and small towns as well 
as villages have set about to follow 
suit. 

Such campaigns offer to the hard- 
ware dealers a remarkable oppor- 
tunity to conduct a large and success- 
ful paint merchandising drive, which 
will have behind it the sanction and 
co-operation of the municipality to 
aid the work of the sales staff. And 
this means a good deal for a spirited 
drive that runs throughout a com- 
munity will set every home owner 
thinking about cleaning up and paint- 
ing up his premises. 

In Mobile, Ala., the Cunningham 
Hardware Co., arranged a very at- 
tractive window display during the 
campaign week in that city. The 
window is reproduced herewith and 
offers a good suggestion for other 


his own stocks. Should he be a mem- 
ber of the local committee in charge, 
which issues a daily statement to the 
local papers, there would be a certain 
amount of undeniable _ prestige 
gained for both himself and his 
store. 

Aggressive selling methods during 
such a campaign would not only sell 
paints and brushes, but would also 
serve to show worth while results in 
the seed department, as the home 
owner who in the mood for painting 
will no doubt want to carry the 
thought farther and beautify his 
ground with flowers. The women of 
the household will want new window 
shades and new screens as well as 
countless other housefurnishings. 
All in all these campaigns mean real 
business for the hardware store, so 
realize on them to the best of your 
ability. 
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EDITORIAL COMMENT 


Business News or Sensationalism? 


EWSPAPERS, like the Japanese, have 
still a long way to go before they will 
be able to rid themselves of many curi- 
ous customs and clannish encumbrances. 

The first page of practically every daily in Amer- 
ica is a spectacular spatter of inky scandal, par- 
tisan politics and international sensations. There 
is usually a “crisis” on every first page. 

Now this continual sensationalism is entirely 
contrary to the experience of ordinary mortals. 
The most popular modern writers are ardent 
realists. Yet newspaper writers seem to be the 
singular exceptions. 

The fact that should be stressed, however, is 
not that this first-page sensationalism is unin- 
teresting. Far from it. It is positively fasci- 
nating. The baseball score and the story of the 
latest murder both come under the heading of 
news. 

But—and this is the point—constructive in- 
formation about basic industrial and commercial 
activities also comes under the heading of news. 

The conditions and daily tendencies in the 
basic markets of the world are of more intimate 
and far-reaching consequence to-day to the exist- 
ence and happiness of men and women every- 
where than any other printed matter that is 
gathered together and published under the classi- 
fication of news. For behind every political dis- 
turbance of any moment, and lurking among the 
shadows that surround nearly every crime, is an 
economic reason. 

Unemployment, for example, is said to be the 
reason for what is termed the “crime wave.” 
But unemployment is not a cause but a condition, 
which in turn is the result of our present eco- 
nomic system, which is often referred to as the 
law of supply and demand. 

Therefore we suggest that the modern news- 
paper would be taking a step forward, in its 
evolutionary development as a medium of public 
education, if it would place a more liberal pro- 
portion of facts and constructive information 
about basic industrial and commercial conditions 
among the broad headings on its first page. 


Even now, crowded and wedged between small 
faced type the diligent searcher will find such 
facts as these: 

“Reports from iron and steel centers give evi- 
dence that a buying wave is expected to start in 
the near future.” 

“April broke all previous records for the 
amount of construction work started. It is sig- 
nificant to observe that there was an increase in 
every important class of building in April, even 
in industrial plants which have been the last to 
start activity. Building in April was 60 per 
cent more than April, 1921.” 

“The manufacturing industry of the United 
States is slowly moving from the place of its 
beginning, the Atlantic frontage, toward the 
great interior which produces the bulk of the 
manufacturing material and the fuel with which 
it is assembled and transformed into the finished 
form. The area occupying the Atlantic frontage 
from Maine to Florida, the birthplace of our 
manufacturing industry, produced in 1919, the 
latest census year, slightly less than one-half of 
the manufactures of the country, as against two- 
thirds a half century earlier.” 

“Freight movements continue to gain. Car 
loadings increased 44,198 for past week. Coal 
handlings also gain despite strike.” 

These scattered gleanings from the business 
news of the day show conclusively that the daily 
newspaper has the facilities for gathering and 
the space to publish news that is significant to 
every man and woman who derives a living in 
and from business. Business news published on 
the front page will be read. 

Therefore we repeat: The modern newspaper 
will be taking a step forward in its evolutionary 
development as a medium of public education 
when it places a more liberal proportion of facts 
and constructive information about basic indus- 
trial and commercial conditions among the 
broad headings on its first page. 

But the whole matter finally boils down to one 
question, How much do you, as a business man, 
really want business news? 
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John H. Patterson Dies Suddenly 


Founder of National Cash Register Co. Passes Away on Railroad 
Train—Was Seventy-Eight Years of Age 


fener on his way to spend three 
weeks at Atlantic City, N. J., for 
the benefit of his health, John H. Pat- 
terson, seventy-eight years of age, 
founder and chairman of the board of 
directors of the National Cash Regis- 
ter Co., Dayton, Ohio, died May 7 on 
a Pennsylvania Railroad train. Ac- 
companying Mr. Patterson at the time 
of his death was his valet, William 
Roberts, who told the Atlantic City 
authorities that Mr. Patterson had been 
ill for several weeks before leaving 
Dayton for the trip to Atlantic City. 
There was no sign of any serious trou- 
ble when they left Dayton, Roberts 
said. 

Mr. Patterson retired as president 
of the National Cash Register Co. a 
year ago, and as chairman of the board 
traveled extensively, despite his ad- 
vanced years. He was born Dec. 13, 
1844, at Dayton, Ohio, where his 
grandfather, Col. Robert Patterson, a 
veteran of the Revolutionary war, had 
settled on a 2000-acre tract in 1802. 
Mr. Patterson attended the public 
schools of Dayton and graduated from 
Dartmouth College in 1867. During 
the Civil war he served his 100-day 
enlistment period with the 131st Ohio 
Volunteers. 

He joined his brother, Frank J. Pat- 
terson, in 1870, in the development of 
coal and iron mines in Jackson County, 
Ohio, and was for several years man- 














John H. Patterson 


ager for the Southern Coal & Iron Co., 
at Coalton. The company operated a 
company store and it was there that 


Mr. Patterson conceived the possibilities 
of the cash register. 

He tried out several machines and 
eventually bought stock in the National 
Manufacturing Co., and in 1884 ac- 
quired control of the company. Shortly 
afterward he and his brother erected 
a new factory on the site of the farm 
where they had played as boys. The 
business grew so rapidly that last year 
it was estimated that the plant covered 
140 acres, and contained about 50 acres 
of floor space in 28 buildings. The 
number of employees of the National 
Cash Register Co. has been estimated 
to be about 7500. The total number of 
cash registers now in use in all parts 
of the world is said to be more than 
2,000,000. 

At the time of the great flood in 1913 
Mr. Patterson was exceptionally active 
in aiding those who suffered in Dayton. 
He distributed his resources generously 
in an effort to alleviate the widespread 
suffering and, it is estimated, contrib- 
uted more than $500,000 toward recon- 
struction work. He was also noted for 
the interest he took in the welfare of 
his employees during the later part of 
his régime. Many improvements for 
the benefit of those working for the firm 
were inaugurated during that period. 

Mr. Patterson is survived by one son, 
Frederick Beck Patterson, secretary of 
the company, and a daughter, Mrs. 
Noble Brandon Judah of Chicago. 





Coming Hardware Conventions 





ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Marion Hotel, Little Rock, May 16, 17, 
18, 1922. L. P. Biggs, secretary, 815- 
816 Southern Trust Building, Little 
Rock. 

CAROLINAS HARDWARE ASSOCIATION 
CONVENTION, Winston-Salem, May 17, 
18, 19, 20, 1922. T. W. Dixon, secre- 
tary-treasurer, 717-18 Commercial 
Bank Building, Charlotte, N. C. 

LOUISIANA RETAIL HARDWARE & IM- 
PLEMENT ASSOCIATION CONVENTION, 
New Orleans, May 22, 23, 24,1922. R. 
D. Nibert, secretary, Bunkie. 

AMERICAN IRON, STEEL AND HEAVY 
HARDWARE ASSOCIATION CONVENTION, 
Washington, D. C., May 23, 24, 25, 
1922, Headquarters, Hotel Washing- 
ton. A. H. Chamberlain, secretary- 
treasurer, Marbridge Building, Thirty- 
fourth Street and Broadway, New 
York. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION at Fair Grounds, 


Jackson, May 24, 25, 26, 1922. Head- 
quarters, Heidelburg Hotel. E. R. 
Gross, secretary, Agricultural College. 

NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Chicago, IIl., 
June 19, 20, 21, 22, 28, 1922. Head- 
quarters, Hotel Sherman. Herbert P. 
Sheets, secretary-treasurer, Argos, Ind. 

WEsT VIRGINIA HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Huntington, Jan. 30, 31, Feb. 1, 1923. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

ILLINOIS RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 13, 14, 
15, 1923. L. D. Nish, secretary-treas- 
urer, Elgin, Ill. 

New YorkK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPoOsI- 
TION, Rochester, Feb. 20, 21, 22, 23, 
1923. Headquarters, Powers Hotel. 
Sessions and Exposition at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y. 

NEw ENGLAND HARDWARE DEALERS’ 


ASSOCIATION CONVENTION AND EXHIBI- 
TION. Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1928. George 
A. Fiel, secretary, 10 High Street, Bos- 
ton, Mass. 


Lest We Forget 
(Continued from page 59) 


herewith, was installed in one of 
the Banister & Pollard Co. windows 
at Newark, N. J., by Charles Cono- 
ver, the window designer of the 
firm. The display of merchandise 
consisted entirely of carving sets, 
surmounted in the center of the 
window by a large flag-draped card 
on which Conover had hand-lettered 
McRae’s beautiful war poem, “In 
Flanders Fields.” The display had 
a refined simplicity and restraint 
about it that was appealing in every 
sense of the word. 
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Getting After the Man Who Does Not Order 


The Masback Hardware Co. 
of New York City Has 
Evolved a System by 
Means of Which It Keeps 
on the Track of Customers 
Who Have Discontinued 
Their Buying 


VERY jobber and retailer in 
E the country has certain prob- 

lems to solve which are more 
or less similar in character. There 
is a peculiar percentage of custom- 
ers who buy irregularly from job- 
bers and retailers alike, and from 
whom it is almost impossible to ob- 
tain any satisfactory reason or ex- 
planation about why they discon- 
tinue their trade. When a customer 
stops buying there is, of course, al- 
ways some reason for it, although it 
may not always be a logical one from 
the merchant’s viewpoint. 

In an attempt to solve this prob- 
lem and to get to the bottom of any 
trouble that might exist within its 
organization, the Masback Hardware 
Co., Inc., 82-84 Warren Street, New 
York City, one of the largest whole- 
sale firms in the New York district, 
has for some time past been sending 
out blank statements every few 
months to customers who for one 
reason or another stop buying. 


Questionnaires Distributed 


Although they are called blank 
statements, in reality they are very 
clever and effective questionnaires, 
as may be seen in the reproduction 
of one shown on this page. Harold 
E. Masback, manager of the sales 
promotion department, originated 
the idea of sending these out to cus- 
tomers who did not purchase any 
merchandise from the Masback 
Hardware Co. during the previous 
month. 

“Our aim,” the statement de- 
clares, “is to please—to satisfy—our 
customers. Why must we send you 
a blank statement? Will you reply 
on the reverse side of this statement, 
stating why we did not sell you last 
month? Thank you. Inclosed is a 
stamped envelope for your reply.” 

Every salesman of the company 
receives a list of the dealers to whom 
these statements are sent, so that 
each salesman can check off the 
names of his own customers. These 








THIS STATEMENT IS A COMPLETE RECORD OF YOUR TRANSACTIONS FOR THE MONTH. 
tT SHOWS WHAT YOU PAID AS WELL AS WHAT YOU PURCHASED AND RETURNED. 
IT 1S SENT FOR COMPARISON ONLY AND NOT AS A REQUEST FOR PAYMENT. 





DESCRIPTION 


CHARGES 


CREDITS 





BALANCE 


is to please 
to satisfy— 
our CUSTOMERS. 





Will you 
Statement, 
last month? 








Why must we send you. 
BLANK STAT. 


on the sid 
ting whg we did not 


hank You! 


(Enclosed ts\a Stamped Envelope|for your Reply.) 


THE LAST AMOUNT SHOWN IN THE BALANCE COLUMN IS THE AMOUNT/OUE 








ENT: 














non-purchasers. 











statements are not sent out every 
month, for two reasons. In the first 
place, Mr. Masback says, it is not 
always necessary, and in the second 
place if they were sent out regularly 
they would lose something of their 
effectiveness. 


Good Percentage of Replies 


It was found necessary the first 
of April, however, to send out 100 
of these blank statements. Most of 
the dealers to whom they were sent 
received them for the first time. 
The percentage of replies, Mr. Mas- 
back says, usually average about 50 
per cent of the number of statements 
sent out. 

Most of the replies that have been 
received may be classified under 
three headings. Replies which state 
that the Masback Hardware Co. did 
not carry just what the dealer 
needed during the previous month. 
Replies which state that “we are not 
in need of any goods at present,” 
and those of a pessimistic turn which 
declare that business is dull and that 
no new goods have been bought at 
all. 

Checking Up on Difficulties 


Sometimes a reply will be received 
which complains of some trouble, 


This is the form used by the Masback Hardware Co. in getting after 
At the left is Harold BE. Masback, who originated 


the idea 


and it is from complaints of this 
kind that the company is able to 
check up on its own system and cor- 
rect any faults or difficulties which 
may have developed. It enables the 
compahy, in short, to get to the 
bottom of things, and it also keeps 
the salesmen informed and inter- 
ested. 

Dealers who do not reply receive 
personal visits from the salesman 
covering their territory, and every 
effort is made to get a logical an- 
swer to the questions asked in the 
blank statement. If the dealer needs 
any assistance along merchandising 
lines, special representatives of the 
company are sent to help him re- 
arrange and display his stock to bet- 
ter advantage, and to render with- 
out charge any service the occasion 
demands. 


What this wholesale firm in New 


York City has found to be practic- 
able and profitable, as a means of 
helping to solve a problem which 
every merchant experiences to some 
extent, other jobbers and retailers 
might also find well worth trying out 
in their own localities, adopting it, 
of course, to suit the requirements 
of their own customers and firm 
policies. 
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Making the Old Car Look Like New 


No. 1 (2 cols. x 7 in.). 


It is a matter of psychology that a 
car owner may run the old bus through 
the winter without worrying about 
painting it, only to decide with the 
coming of bright spring days that re- 
finishing is really necessary. No doubt 
the change of heart is inspired by the 
change of weather. 

This is a mighty good time to fea- 
ture auto renewers and this ad sent 
us by the Sumner Co., Moncton, N. B., 
is an excellent model to follow in mak- 
ing up an ad of this sort. Use an in- 
teresting cut like this one, mention 
colors and work in a word or two about 
















Timely Ads on Bridal and Graduation 
Gifts—Fishing and Auto Refinishing 
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“TACKLE US FOR TACKLE”—Kelley-Duluth 


IS HERE— 


‘‘Who Said Winter Wasn’t Over’”’ 


_ Our fishing tackle department is ready for the trout 
fisherman—"“that best disciple of Isaac Walton” who 
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brushes. The cut here suggests that 


éffecto™ 


‘AUTO ; 
FINISHES 





A Great Combination for a good job 











Mills’ English Dry Flies 
Playfair Scotch Wet Flics | Trout Wigglers 
Webber's Braie Snel¥ Flies | Trout Tango 


gets more out of fishing than just the fish. 
| Lin 
: Rods Baas Reels Mills, ee Hooks 
eonard | English, Imported Halford, Tapered Carlisic, Snelled 
Devine j Featherweight Optimo, Tapered Sneck, Snelied 
Bris@i | Rainbow Intrinsic, Ta Sproat, Snelled 
Richardson | Pflueger cee — ere = Ringed 
Montague City ' Mills Cortland, Lave! Carlate 5 
° ° ° 
Flies | Baits Waders Miscellaneous 





Fos¥ Shimmeyette Scotch Waders 


English Waders 


Colorado Spinners 
Hildebrandt Spinners 








Frofico Hair Flies Trout Oreno Nodgeman's American Barnes’ Landing Nets 
Tuttle Devil Bugs Jameson Trout Waders Converse Rubber Boots 
South Bend Buck Tails Rod Wiggiers Russell Wading Shoes Fly Books and Boxes 














Worms 


The boys have prom- 


es pthc ee Rhea box and fit it put complete with Bass, the boy or man who 
dred worms each Gat. Muskie and Pike Tackle, We have every catches the first trout 
urday Fishermen tan kind of popular baits that get the fish. and brings it in to dis- 
get their supply of Replace those old wornout and broken play in our,window. 
wotme tere baits with few ones. See the new rods, Hustle, Boys! 








Free 


Now is the time to get out your tackle A fine $2.00 “line to 


easy-running reels, sure-catch baits and 
extra strong lines. 























Effecto Auto Finishes 


Put on with a 
SIMMS SET IN RUBBER VARNISH 
BRUSH 





Effecto comes in 8 colours—Red, Biue, 
Yellow, Black, Cream, Green, Gray and 
Brow 





n 
Top and Seat Dressing 
Clear Varnish 


Make the Old Car Look Like New 





SEE OUR BRUSH WINDOW 
















MAIN St, MONCTON. N.B. 





















1—The illustration in this ad inspires 
the car owner to get to work and do his 
own auto refinishing 
















FORMERLY. KELLEY HARDWARE CO 












the car owner may do his own re- 
finishing job. 


2—Here’s a real budget of fishing lore for the disciple of Walton—everything from 


rods to worms is mentioned in this advertisement 










NS & 120 WEST SUPERIOR ST. DULUTH, MINN, 





Garden Tools, Spading Forks, Rakes, Spades, 
Garden Hoes, Pruning Shears, Hedge Shears, and 
Poison Spray Liquids for bushes, shrubs and plants. 








Our only suggestion would be to em- 
body in such an ad the fact that com- 
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Victrola 

Candle Sticks 

Serving Trays 

Scissors 

Fancy Baskets 

Silverware 

Chafing Dishes 

Reading Lamps 

Manicure Sets 

Pack Baskets > 
Sporting Goods . ; 


. Buchanan Hardware Co. 
AT YOUR SERVICE—PHONE 63 RICHFIELD SPRINGS, N.Y. 











3—Think of the many young men and 

women in your town who will soon 

graduate and then you’ll want to run 
an ad like this 


plete directions go with each can of 
auto finish and also emphasize the fact 
that anyone may do the work success- 
fully. 

Time to Go Fishin’ 


No. 2 (8 cols. x 8% in.). 

The Kelley-Duluth Co., Duluth, 
Minn., takes advantage of the opening 
of the trout season by getting this well 
written bit of publicity in the news- 
papers. It is one of the most complete 
tackle ads we have noted in some time. 
Note how the subjects are divided and 
the individual listings under each divi- 
sion. 

We also call attention to the two 
panels and the interesting suggestion 
regarding the tackle box. This is the 
sort of copy that fishermen like to read 
and it serves to stir them to action. 
The cut at the top is excellent. 


Graduation Gift Hints 


No. 3 (2 cols. x 5 in.). 

Very soon, thousands of the youth 
of the land will be saying farewell to 
school days. The giving of gifts to 
graduates is an established custom and 
one which the hardware dealer can 
cash in on, for the hardware store 
offers a wide selection of suitable gifts 
for young men and women. 

A few such gifts are outlined in this 
ad of the Buchanan Hardware Co., 
Richfield Springs, N. Y. The heading 
in combination with the two cuts is 
very effective and the listing follows 
up the advantage gained. 

We believe a few ads with gradua- 
tion gifts as their subject will pay well. 
Try it out. 


Here Comes the Bride! 


No. 4 (8 cols. x 12 in.). 

Here is a most effective June bride 
ad used by the Edwards & Chamber- 
lin Hardware Co., Kalamazoo, Mich. 
Such an ad used now appears at a time 
when many people are making up gift 
lists for friends getting married. 
Selecting gifts is always a task and 
suggestions are more than welcome. 

This Edwards & Chamberlin ad is 
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especially effective by reason of the at- 
tractive cuts used and the division of 
the items featured into panels. 

The copy has been handled well and 
the reader will appreciate the sugges- 
tions it offers. 


Comment on Recent Publicity 


The Gage Hardware Co., Indian- 
apolis, Ind., recently sent us an at- 
tractive double-page circular printed 
in red and black and featuring a “Full 
Value Sale.” This circular is distince- 
tive by reason of the great number of 


67 


fine cuts used and because of the care- 
fully prepared copy. 

John F. Larrabee Co., Amsterdam, 
N. Y., has issued the April number of 
Larrabee’s Hardware News which is 
replete with timely suggestions and 
which also features a one-day sale of 
aluminum ware. 

J. A. Sullivan & Co., Northampton, 
Mass., sent us a circular showing a 
photo of the store and listing the lines 
carried in stock. On the reverse, a 
group of cuts were shown of seasonable 








a gift that the BRIDE will appreciate. 


SILVER. 


gift can be made 


wearing po! 
Community Wa:c is 
family service. 


ints and then plated with a 


Here is a gulden opportunity to quickly solve the problem of what to give the 
Bride-to-Be—useful and practical remembrances that last. Aléw us to help you select 


COMMOUNITY 


No handsomer, moro serviceable, or more appreciated 


This famous were has a solid silver disc overlaid on tho 
TRIPLE-PLUS plate. 
for 50 ycars in ordivary 





GLASS 


Every June Bride would 
appreciate and 
your gift if you sclectcd 
one of the several patterns 
in Cut Glass which we 


KLEVER 
KRAFT 
SILVER 


A number 
wf pretty 
pieces. which 
enjoy are very or- 
namental as 
well as useful 
and the prices 














AGNE 


ARE 


is commendable for its cxtra 
thickness, weight and dur- 
ability. Unlike stamped or 
spun aluminum it is cast in 
a mould. This method per- 
mits of a much heavier uten- 
sil than if mado from shect 
aluminam. Your gift will be 
the last word in clegance as 
well as uscfulness If it's Wag- 
Ber’s Cast Aluminum. 








{UNIVERSAL} 


ALUMINUM WARE 


You cannot go wrong in 
civing the “June Bride” Uni- 
versal Aluminum Ware. It’s 
practical * usefulness, its 
everlasting quatitics, the way 
it improves cooking and the 
case with which it Is kept 
clean, are bound to appeal to 
the Bride for the kitchen tn 
her new bome. 




















THE THOUGHTFUL GIFT IS PYREX 
Here ts a gift so beautiful, so permancnt in its delight that 
it is sure to charm the Bride who is favored by a gift of this 
kind. PYREX tn single pieces or sects, plain and engraved is a 
gitt to be proud of, 
age, never wears out aml will be cherished forever, 


Tae FDWARDS &(HAMBERUN 


@ wagvware Company. @ 


Transparent 


. OVEN-WARE 


Has the name on every piece 


PYREX ts guaranteed against oven break- 
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4—June weddings give you a fine opportunity to advertise such lines as are pre- 
sented in this Edwards & Chamberlin ad 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, May 15. 


HOUGH the retailers do not ap- 

i pear to be buying in much larger 

quantities, there is marked evi- 
dence of more re-orders, according to 
the New York wholesale hardware 
fraternity. The demand for spring 
goods generally is consistently active, 
though as yet business for these sea- 
sonable items has not been exceptional. 
Lawn mowers, garden hose, sprinklers 
and hand garden tools are probably 
more active items, lawn mowers par- 
ticularly so. 

City sales departments of local job- 
bers appear very active. Salesmen 
covering nearby suburban territories 
are sending in substantial orders, none 
of which, however, call for very many 
of any one individual item. 

Retailers express satisfactory opin- 
ions on current conditions, and seem to 
be “carrying on” business in an active 
way. It appears that the average re- 
tail stock, even in seasonable goods, is 
limited to actual needs, with little, if 
any, surplus goods on hand. This, it is 
thought, accounts for the more fre- 
quent orders being received by jobbers 
at the present time. 

There have been very few price re- 
visions confirmed this past week, and 
it seems to be the concensus of opinion 
that with the exception of a few minor 
adjustments, both up and down, no very 
drastic changes will be made in the next 
sixty days. There is some talk about 
advances on such lines as special tools, 
steel and wire goods, and items listed 
as builders’ hardware. No definite au- 
thentic information on this subject is 
available at the present time. 

The collection situation is practically 
unchanged, but does not seem to cause 
quite as much concern as it did sixty 
days previous. Slow payers seem just 
a little slower, and the prompt ones are 
in many cases taking cash discounts. 

The improvement in weather condi- 
tions has given some stimulation to the 
sale of equipment and accessories for 
spring and summer sports. Dealers 
located on the shores are beginning to 
display bathing suits and beach toys. 
Some early sales have already been 
made in these items. 

A local jobber reports a 3-cent ad- 
vance on sash cord. 


NEW YORK 


Automobile Accessories.—F or the past 
ten days the weather has been very fine, 
in fact ideal for touring, and the main 
highways have been crowded with auto- 
mobiles. This has opened up the sale 
of incidental auto accessories such as 
spark plugs, blow-out patches, small 
vulcanizing kits, also tires and tubes. 
Many people are pulling out old cars 
for the purpose of general overhauling, 
which is requiring the purchasing of 
many replacement parts. 


Bolts and Nuts.—Interest for bolts 
and nuts is not very heavy, but seems 
consistent. Prices are firm and stocks 
adequate. 


Jobbers’ quotations, f.o.b, New York: 

Square nuts, No. 50, per Ib., % in., 19¢c.; 
ts in., 18c.; % in., 16¢.; ts in., 15¢.; iy in., 
13c.; 5% in., 1 12c., and % in., 1l1c. 

Common carriage bolts, % by 6 and 
smaller, 50, 10, per cent; longer and 
thicker, 50, 10 5 per cent. 

Machine bolts, % by 4 and smaller, 60, 10 
and 5 per cent; larger and thicker, 60, 10 
and 5 per cent, 

Semi-finished hexagon nuts, and 
smaller, 80 to 80-10 per cent; larger and 
thicker, 75 per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron, new 
a 50 and 10 per cent; brass, 4/32-14/20, 

10 and 5 per cent, new oo. 

Lock washers, 50 per cen 

= bolts, steel, Lent finish, 60 per 
2en 

Iron rivets, 60 per cent; 
sivets, 40 per cent. 

Stove bolts, 80, 10 per cent. 

Lag screws, 60, 5, 5 per cent. 


Builders’ Hardware.—At the time of 
going to press several jobbers confirm 
the possibility of price advances in this 
line, whereas others refused to com- 
ment. Next week’s report may have 
more definite information. Sales for 
the present are steady, with fair stocks. 


Jobbers’ quotations, f.o.b. New York: 

Cylinder front door sets, wrought bronze 
metal, escutcheons 10% to 2% in., inside 
7 x 2% in., three paracentric keys, dull 
brass finish. $6.88 each. Antique copper, 
$6.88 each. Bit key front door sets, wrought 
bronze metal, escutcheons 10% x 2% in., 
swivel spindle, three nickel keys, dull brass 
finish or antique copper finish, $2.64 each. 
Mortise lock sets, wrought steel, escut- 
cheons, 7 x 2% in., knobs 2% in., one set in 
a box, finish dull brass or antique copper, 
$7.70 per doz. Case lots, 5 doz., $6.49. Co- 
lonial sectional handle set for residence 
front door, wrought bronze metal, outside 
handle and cylinder inside knob and escut- 
cheon. with turn knob lock, 5% x 3% in., 
dull brass finish. $8.25 each. Bathroom 
sets, operated by thumb knob, nickel plated, 
steel knob and escutcheon, 88c. per set. 
Bronze knob and escutcheon, $1 36 per set. 
Glass knob, bronze escutcheon, $2.09 per set. 

Glass push plate for swinging doors, 
3x 12 in, bevel edges, square corners, bored 
for screws, $4.13 per doz. Wrought steel 
push plates, round corners, 2% x 10 in., 
dull brass or antique copper finish, $1.72 
per doz. 


‘solid copper 
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Store door handles, Wrought steel, plate 
8 x 12 in., dull brass or antique copper, 
$2.48 per set, 

with plates 3% x 14% in. and 
handle for each side of door, same finishes, 
$2.48 per set. 

Upright rim locks, cast iron, 4 x 3% in., 
escutcheon and screws, $2.06 per doz, 

Casement fasts, cast iron dull brass mor- 
tise stripe, right or left hand, 1 x 1% in., 
$1.49 per doz 


Cultivators —Among the out-of-town 
dealers active interest is being shown 
for cultivators. Jobbers have fair stocks 
and prices appear steady. 


Jobbers’ quotations, f.o.b, New York: 

Cultivators, 3 forged steel prongs, can be 
used as a hoe, weeder, etc., 4-ft. ash 
handle, $6.78 per doz. net. Same with 
wheel plow attachment, detachable handle, 
§ forged steel prongs, 4%%4-rt. ash handle 
$9.08 r doz. net. Cultivator, with ad- 
justable steel parts, 4 teeth, cold pressed, 
malleable iron socket, polished hardwood 
handle, 4 ft. long, $9.08 per doz. net. 
Garden cultivator, 18-in. wheel, with 1%4- 
in. tire, consists of mold-board, sweep, 
reversible bull tongue rake and wrench 
$2 each net. Garden cultivator, 24-in. 
wheel, % x %-in. rim cultivator, sweep, 
reversible shovel, 1% x 3% x lIl-in. rake 
and wrench, $2.35 each, net. 


Grass Hooks.—The demand for grass 
hooks is a little more active this week. 
Jobbers apparently have sufficient 
stocks, and prices show no indication of 
changing. 

Jobbers’ quotations, f.o.b. New York: 

Grass hooks, Little Giant, $5.35 per doz. 
Village Blacksmith, $5.65 per doz. Light- 
ning, $4.50 per doz. English Plain Back, 
No, 2, $5.70 per doz. English Plain Back. 

. 8, $6.10 per doz. English Riveted Back, 
No. 3, $7.70 per doz. 

Hose Clamps and Couplings.—Deal- 
ers are ordering hose clamps and 
couplings in fair quantities, and there 
seems to be a small but consistent de- 
mand throughout the local market. 
Stocks are fair and prices steady. 

Jobbers’ quotations, f.o.b New York: 

Brass hose clamps, for %-in. hose, 42c. 
per doz. Steel hose clamps, for %-in. hose, 
37c. per doz. Clinching hose couplings for 
5-in. hose, $2.65 per doz. Wrought brass 
hose couplings for %-in. hose, $1.45 per 
doz. For %-in. hose, $1.45 per doz. For 
%-in. hose, $1.45 per doz. 

Hose Reels.—Jobbers report a very 
good week’s business for hose reels. 
Retailers say that interest and sales are 
both increasing from their point of 
view. Reports indicate that there will 
be no changes in price, and jobbers seem 
to have adequate stocks. 

Jobbers’ quotations, f.o.b| New York: 

Hose reels, all metal with channel stee! 
frame, cast iron wheels, 9-in. corrugated 
steel drum, steel arms, enameled green ae 
black, capacity 100 ft. %-in. hose, $25.2! 
per doz. net. Same with steel rope, elec- 
trically welded together, japanned, galvan- 


ized steel drum, diameter of wheel 21% 
in., length of handle 28-in., capacity 100 ft. 
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of garden hose, $30 per doz. net. Same 
all metal tubular frame, corrugated, gal- 
vanized steel drum, tubular steel wheels, 
enameled green, height of reel 21-in., capac- 
ity 100 ft., $42 per doz. net. Same with 

of ree] 24-in., 100 ft, capacity, $48 
per doz, net. 


Lawn Mowers.—Lawn mowers repre- 
sent one of the most active items listed 
with spring goods. Jobbers express 
satisfaction in the way the sales are 
running on this line. Prices are said to 
be firm and stocks seem fairly adequate 
for local needs. 


Jobbers’ quotations, f.o.b, New York: 

Lawn mowers, 3 blades, adjustable bear- 
ings, 8-in. side wheel, finished in pea green, 
gold striped, 10-in., $5 each net; 12-in., $5 
each net; 14-in., $5.30 each net; 16-in., $5.60 
each net; 18-in., $5.95 each net. Ball bear- 
ing lawn mowers, 3 blade, adjustable bear- 
ings, 18-in., drive wheel, finished in gold, 
aluminum and blue, 12- in., 6.35 each net; 
14-in., $6.70 each net; 16- in., $7.05 each net; 
1014-in. raised open drive wheel, 4 tem- 
pered steel blades, reel 6-in. diamter, fin- 
ished in aluminum, gold and green, red and 
gold striped, $9.25 each net. Same, 16-in., 
$9.75 each net; same, 18-in., $10.25 each 
net; 20-in., $10.85 each net. 

Grass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers, 16 to 20-in., $13.13 per doz, net. 


Linseed Oil.—Local demand for lin- 
seed oil is active, though not very 
heavy. The average local stock runs 
light, though leading sellers report con- 
siderable interest from consumers. 


Linseed oil in lots of less than 5 bbi., 96c. 
in lots of 5 bbl. or more, 93c. Carload lots, 
89c. to 90c. Bolled oll is 2c. extra. Double 
boiled oll 3c. extra and oil in half bbl, 5c. 
per gal. additional. 

Nails.—Local jobbers apparently have 
sufficient stocks on hand to meet cur- 
rent demands, which seem rather un- 
even. 

It seems that prices vary in different 
parts of the city. We quote here what 
might be considered good average offer- 
ings, 

Jobbers’ quotations, f.o.b. New York: 

Wire nails, $3.35 base, per keg. Cut 
nails, $3.90 base, per keg. Coated nails, $3 
to $3.15 base, per keg. Wire nails and 
pase. in small lots, 75 to 10 per cent off 

St. 

Roofing nails, per 100 lb. $7.25 for gal- 
wane and $5.25 plain. This applies to 

x . 

Naval Stores.—Generally speaking, 
the naval stores market is character- 
ized by steady buying for small quan- 
tities. Few of the large buyers seem to 
be in the market except here and there 
for turpentine and rosin. 


Prices to the retailer, f.0.b. New York: 

Turpentine in bbl., 87c. to 91c. Rosin, on 
a basis of 280 Ib. to a bbl., B grade, $5.25; 
D grade, $5.35; - grade, $5.40; I grade, 
$5.45; WW , $7.50 


Preaiag Ghiase—Active interest is 
reported in pruning shears, Jobbers 
seem to have ample stocks. Prices are 
steady. 


Jobbers’ quotations, f.0.b, New York: 

Pruning shears, cast iron, steel blades, 
coppered wired coil spring, $4.65 per doz. 
net. Same, with malleable handle, flat 
springs, $8 per doz. California pattern, 
§-in size, $8 per doz. Same, nickel plated, 
$14.70 per doz. Ladies’ model, nickel plated 
shears, $13.40 per doz. 


Poultry Netting Staples.—This seems 
to be a very active line in the local 
market. Prices are firm and jobbers 
apparently are able to supply current 
demands. 


Jobbers’ quotations, f.o.b New York: 
Poultry netting staples. 1-lb. boxes, 7c. 
per lb. In 100-Ib kegs, $5.75 per keg. 


Rope ana Twine.—Conditions: are im- 
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proving in the local rope market, ac- 
cording to reports. Wholesale stocks 
are in good shape, but it is not thought 
that the average retailer is carrying 
very heavy quantities. Prices appear 
steady. 


Jobbers’ quotations, f.o.b. New York: 

Manila rope, No. 1 grade, 18c. toa 19%c. 
per lb. Hardware grade, l6c. per lb. Sisal 
No. 1 grade, 15c. per Ib.; sisai, No. 2 grade, 
13c, per lb. Bolt rope, 20c. to 22c. per Ib. 

Lath yarn, 13c. to 15c. per Ib. Jute wrap- 
ping twine, 20%%c. to 25%c. per Ib. India 
hemp twine, No. 6, 16c. to 18c. per Ib. 


Screens and Screen Doors.—This line 
is attracting considerable attention at 
this time. Reports indicate very firm 
prices and sufficient stocks. 


Jobbers’ quotations, f.o.b. New York: 

Continental screens No. 1833, $5.05 per 
doz.; 2233, $5.80 per doz.; 2433, $6.20 per 
doz.; 2833, $7.20 per doz.; 2837, $7.65 per 
doz.; 3033, $7.50 per doz, 

Competitor screens, No. 1, $4.30 per doz.; 
2, $4.80 per doz.; 3, $5.80 per doz.; 4, 6.25 
per doz. 

All metal screens, No. 15, $5.40; No. 18, 
$6; No. 24, $7.05; No. 39, $9.55. 

Screen doors Continental, as ae Ria 
No. 241, $18. 14: No. 281, $19.30 8 G, 
$24.60; No, 314, $27.50; No. 457 “S $22.65, 
all per doz. 


Screws.—Interest for screws con- 
tinues in a very consistent way. Local 
jobbers’ stocks are very good, and the 
new prices published two weeks ago are 
expected to hold for some time. 

Jobbers’ quotations, f.o.b New York: 

Wood screws, iron bright, flat heads, 
82% per cent; iron bright. round and oval 
head, 80 per cent; iron blued, flat head, 
(add 5 per cent to a net amount of in- 
voice), 82% per cent; iron blued, round 
head, 80 per cent; brass flat head, 77% per 
cent; brass round and oval head, 75 per 
cent. Extra discount quoted by local job- 
bers is 20 per cent. 

Machine screws, 60-10 per cent. 

Screen Cloth.—Retailers are buying 
screen cloth in a very active way. Con- 
sumers are reported to be showing 
much interest for this line. Up to the 
present prices are very firm, but stocks 
are reported none too plentiful. Ru- 
mors of a possible shortage prevails 
throughout this market. 

Jobbers’ quotations, f.o.b, New York: 

Black screen cloth, 12 mesh, $2.15 per 100 
sq. ft. net, 

Sereen cloth of white satin finish and 
double zine coated after weaving, 12 mesh. 
$2 64 per 100 sq. ft. Same, 13 mesh, $4.40 
per 100 sq. ft 

Bright galvanized screen cloth with cop- 
ner selvage, 12 mesh, $4.25 per 100 sq. ft.; 
14 mesh, $4.50; 13 mesh, extra heavy, $5.75. 

Spading Forks.—This is a line that is 
beginning to show a little more activity. 
Jobbers report firm prices and adequate 
stocks. 

Jobbers’ quotations, f.o.b. New York: 

Spading forks, 11-in. angular tines, steel 
cap ferrules, 5 tines, wood D handle, bronze 
finish, $21.40 per doz. net. Same, 5 tines, 
malleable D handle, bronze finish, strap 
ferrule, $19.20 per doz, net. Same, 4 tines, 
4¥%-ft. handle, bronze finish strap ferrule, 
$12.15 per doz, net. 

Sporting Goods.—Baseball equipment, 
including uniforms, is in active demand 
at the present time. Tennis and golf 
goods are also claiming attention. Re- 
tailers are displaying general spring 
sporting goods and report fairly active 
sales. Prices are said to be firm, and 
stocks apparently are adequate. 


Sprinklers.—This is another line that 
is being marked with improved interest 
at the present time. Stocks appear 
ample with firm prices. 
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Jobbers’ quotations, f.o.b. New Y 

Galvanized sprinklers, 4-qt., $6. 35; “> at, 
$7.35; 8-qt., $8.15; 10-qt., $9.35; '12-qt., 
$10.65; 16-qt., $13.45; all per doz. net. 

Roofing Paper.—This is reported to 
be an active line with adequate stocks 
and firm prices. 

Jobbers’ quotations, f.o.b. New York: 

Roofing paper, 35-lb. roll, 79c. per roll; 
45-lb. roll, $1.30 per roll; 58-Ib. roll, $1.70 
per roll, 
Hard felt, 60-lb. standard roll, $1.40 per 
roll; red sheathing paper, 36-in. wide, 500 
sq. ft. in a roll; 25-Ib. roll, 50c. per roll, 
and 30-Ib. roll, 75c. per roll, 

Trowels.—Along with other garden 
tools, the demand for trowels is very 
active. Prices are steady and stocks 
sufficient. 


Jobbers’ quotations, f.o.b. New York: 

Ladies’ flower trowel, heavy one-piece 
steel blade, 5%-in., half polished and enam- 
eled maroon, stained handle, 85c. per doz. 
net. Garden trowel, 6-in. tinned steel 
blade, black enameled handle, riveted tang, 
75c. per doz. Florists’ trowel, heavy solid 
steel, 6-in. blade, half polished, riveted 
shank, hardwood handle, $1.15 per doz. net. 
Garden trowel, one-piece heavy cold-roll 
steel, 11%-in. over all, blue finished, $2.15 
per doz. net. English pattern garden trowel, 
6-in. forged steel blade, polished and enam- 
eled, length over all 13% in., $2.25 per doz. 
net. Garden trowel, 6 in., solid socket, 
forged steel, full polished, grip handle, 
$6.75 per doz. net. 

Turf Edgers.—This is a line that is 
taking considerable interest at steady 
prices. Stocks are fair. 


Jobbers’ quotations, f.o.b. New York: 

Turf edger, cast steel blade, bronzed fin- 
ish shank, 4%-ft. handle, socket style, 
$10.25 per doz. net. Same, shank style, 
$9.20 per doz. net. 

Window Glass.—Reports indicate in- 
terest for window glass. The market 
is said to be very firm, and local stocks 
appear ample for local needs. 

Prices to retailers, f.o.b. New York: 

A single, 84 to 87 per cent; B single win- 
dow glass, 85 to 88 per cent; A double, 85 
ner cent; B double, 87 per cent. List of 
March 1, 1913. 

Wire Goods.—Poultry netting is in 
very active demand, as in fact are all 
kinds of wire goods. Some jobbers re- 
port that stocks are low, and there are 
rumors of possible price advances and 
continued stock shortage. 


Jobbers’ quotations, f.0.b. New York: 
Poultry netting, galvanized after weav- 
ing, factory shipment, 50, 5 


5 per cent; from 
New York stock, 45 to 50 per cent. Poultry 


netting, galvanized before weaving, factory 
shipment, 50-10-5 per cent. 

Square mesh wire cloth, 2 x 2, New York 
stock, $4.75 to $5 per 100 sq. ft. 

Wireless Equipment.—Local firms re- 
port inability to supply the very heavy 
demand for all kinds of wireless equip- 
ment and parts. Prices vary consider- 
ably in different sections of the city, 
and it seems to be very much of a 
scramble on the part of retailers to 
secure stocks. 


P. S.—According to reports, a merger 
has been made including the Bethlehem 
Steel Corporation and the Lackawanna 
Steel Co. It is said that this combine 
will practically control 10 per cent of 
the nation’s ingot capacity. Much in- 
terest is reported by independent com- 
panies in Youngstown district. 

The American National Co., Toledo, 
Ohio, announce that the publication of 
an alleged 5 per cent reduction on its 
iine of children’s vehicles was unfound- 
ed, as no price changes have been made 
or contemplated. 
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Office of HARDWARE AGE, 
1505 Otis Blidg., 
Chicago, Ill., May 13. 


URING the last few months 
D hardware dealers have ‘been 

surprised to find shortages in 
jobbers’ stocks. Jobbers were no less 
surprised to find shortages existing in 
the manufacturers’ stocks. The de- 
mand for several lines of merchandise 
used in the hardware field has in- 
creased to such an extent that it was 
necessary to start the back order files 
which have been inactive for some time 
past. These conditions have not been 
general and have applied only to spe- 
cific lines. There has been a general 
feeling that there was plenty of mer- 
chandise of all kinds to be had or which 
could be secured on short notice, if 
small stocks were carried. 

The average retailer’s stock was re- 
duced to as low a point as possible and 
the same applied to both manufacturer 
and jobber. Lately, however, things 
have shown signs of opening up and 
some lines have opened up so strong 
that wartime conditions almost pre- 
vailed, so far as getting the goods 
was concerned. Nobody expected the 
incubator sale to be as large as it de- 
veloped. Baseball goods were ordered 
in generous quantities, but the distrib- 
uting stocks to-day are well broken up 
and factories are not keeping them 
filled up fast enough. Of course there 
are other lines that have not moved as 
well as expected and short buying has 
justified the purchaser. 

Developments in this territory last 
week have shown a shortage of wire, 
staples and barb wire. Jobbers’ stocks 
are not in good condition and the mills 
are not furnishing replacements fast 
enough. This is just the season for 
these items and great effort has been 
made to get the stocks in shape. The 
principal reason for the shortage seems 
to be the increased demand coupled 
with the mills’ inability to deliver. The 
mills say that the large bookings of 
orders, which are causing them to oper- 
ate about 85 per cent of capacity, are 
responsible for their inability to de- 
liver. Last week every mill in this sec- 
tion received more orders than it could 
ship. Furthermore, some believe that 
the unusually large amount of business 
is due to the placing of orders as a 
measure of protection in case the coal 
situation becomes so serious that it 
will seriously curtail production. Others 
say the increased business given the 
mills is due to norma! developments as 
business has taken a decided upward 
trend. The fact remains that stocks 
of the three items mentioned are low 
and replenishment is slow. If this 
situation prevails it will be found that 
there will be a shortage of nails. 

These shortages will not affect 
prices materially, as there seems to be 
a decided lack of interest in increas- 
ing prices as far as nails and wire are 
concerned. Hardware dealers, how- 
ever, will find shipments rather slow 


HARDWARE AGE 


CHICAGO 


on these fast moving staple products. 
At the present time, the stocks of nails 
are said to be in good condition and it 
is hoped that increased production will 
be able to keep them in shape so there 
will not be any serious shortage. 

Sales in this market last week were 
reported as being extremely satisfac- 
tory. Jobbing interests report that 
building hardware is still keeping up 
and the factories are unable to catch 
up with the demand. However, one 
large exclusive distributor of these 
lines reports that demand has slowed 
up to a considerable degree in the last 
few days. Several reasons have been 
advanced, the chief one being that 
there was a great rush to get apart- 
ments and homes completed before the 
May 1st moving. Another reason is 
the reported strike to be declared the 
latter part of this month, and still an- 
other is that so many vacant apart- 
ments in the city after the May first 
moving has made the builders slow up 
operations as there was no great rush 
to get the work done. Building per- 
mits were about the same as the week 
before and still show activity. They 
tctaled 323 against seventy-nine for 
the same week last year and amounted 
to over $4,000,000. General improve- 
ment in building has been reported 
from all cities in this section. Green 
Bay, Wis., expects to see 150 new 
homes built this summer. 

Employment conditions are showing 
a gradual improvement. About 5000 
men went on full time in the Michigan 
iron mining districts and semi-skilled 
labor is in fair demand in Chicago. 

Automobile Accessories.—Orders re- 
ceived in the last ten days show that 
business is picking up. Both city and 
country business is showing a good in- 
crease. 


We quote from jobbers’ ‘stocks, f.o.b. 
Chicago: No. 46 Reliable jacks, $2.65 each; 
lots of 10, $2.55 each; twin-cylinder foot 
pumps, $1.35 each; doz. lots, $15; Simplex 
jacks, No. 36, $1.75 each; doz. lots each, 
$1.60; Weed chains, single lots, 25 per cent 
discount; doz. lots, 33144 per cent discount; 
gray inner tubes, 30 x 3%, $1.35 each; red 
inner tubes, 30 x 3%, $1.90 each; Bethle- 
hem spark plugs, 36c. each; Bethlehem 
spark plug, mica type, 60c. each; Bethlehem 
spark plug, standard porcelain type, 58c.; 
Splitdorf plugs, 58c. each; lots of 100, 56c. 
each; Splitdorf plugs, special for Fords, 
50c. each; lots of 100, 48c. each; Champion 
X plugs, 45c. each; lots of 100, 43c. each; 
Champion 0 plugs, 53c. each; lots of 100, 
50c, each: Hercules Giant, 60c. each; Her- 
cules Junior, 35c. each. 


Axes.—Orders for fall delivery are 
coming in good volume. There has 
been no change reported in prices lo- 
cally. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality single bitted un- 
handled axes, 3 to 4 Ib., $11 doz. base; 
double bitted, $16 doz. base; good quality 
black unhandled axes, same weight, single 
bitted, $10 doz. base; single bitted handled 
axes, $11.75 to $19 per doz., according to 
quality and to grade of handle. 

Bicycles and Tires. — Backward 
spring weather has caused slow sales 
which now show slight improvement. 
Dealers have, however, bought as far 
as possible where bargains were of- 
fered. 

Binder Twine.—Orders are coming in 
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fairly well and prices seem to be 
steady. 

We quote from jobbers’ stocks, " 
Chicago: Sisal and standard, 10c. per Ilb.; 
standard manila, llc, per lb.; 600 ft. manila, 
12c. per Ib.; 650 ft. manila, 12%c. per lb.; 
pure manila, 13c. per Ib 

Bolts and Nuts.—No advances have 
been reported in this market and de- 
mand is fair. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 50-10 per 
cent off lists; small carriage bolts, 60-5 
per cent off list; large sized machine bolts, 
60-5 per cent off list; small sized machine 
bolts, 60-10-5 per cent off list; all stove 
bolts, 80 per cent off list; all lag screws, 
60-5 per cent off list. 

Builders’ Hardware.—The volume of 
business continues large and is in ex- 
cess of the manufacturers’ capacity. 
Prices are firm with an indication of 
advances on some items which are con- 
sidered to be too low priced. 

Copper Rivets and Burrs.—Sales are 
increasingly active with no _ price 
changes announced. The present prices 
are just about pre-war basis. 

We quote from jobbers’ stocks, 
Chicago: Copper rivets and burs, 
cent discount. 

Chains. — Improvement has_ been 
noted in all seasonable chains. Prices 
continue at the same levels. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. proof coil chains, $8 per 100 
lb.; weldless coil chains, 50-10 per cent off 
list: No. 00, 4% electric welded cow ties, 
$2.65 per doz, 

Clipping and Shearing Machines.— 
Sheep shearing machines are still in 
good demand and will continue to be 
for several months. Sales are consid- 
ered normal, but of course, can’t be 
compared to seasons when war con- 
tracts were figured in. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Stewart No. 1 ball bearing cripping 
machine, enclosed type, list $12, top plate 
$1, bottom plate $1.50, trade discount 25 per 
cent. Stewart No. 9 ball bearing shearing 
machine, list $18.50, trade discount 25 per 
cent. Horse clipping attachment for shear- 
ing machine, list $7.50. Sheep shearing 
attachments for clipping machine, list $11.50 
and $13, trade discount 25 per cent. 

Cutlery.—Sales are moving along 
satisfactorily without any great 
change. 

Eaves Trough and Conductor Pipe.— 
There has been no change in this mar- 
ket, although higher prices are not un- 
likely. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 29 gage, 5-in. lap joint eaves 
trough, $4.30 per 100 ft.; 29 gage, 3-in. cor- 
rugated conductor pipe, $4.50 per 100 ft.; 
3-in. corrugated conductor elbows, $1.36 
per doz, 


Files.—Prices are firm and demand 
is still showing some -increase. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: American files, 70 per cent off 
list; Nicholson files, 50-10-10 per cent off 


list; Disston files, 50-10-10 per cent off list; 
Black Diamond files, 50-10 per cent off list. 


Flint Paper and Cloth.—There is no 
indication of change in the prices and 
stocks are moving satisfactorily. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality flint paper, No. °, 
$4.25 per ream; first quality emery cloth, 
No. 0, $25.50 per ream. 

Galvanized Ware.—Continued heavy 
orders of galvanized ware are testing 


jobbers’ stocks. When depleted, ad- 


f.o b. 
50 per 
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vances may be expected due to advance 
of sheets, which will amount to practi- 
cally 10 per cent. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Galvanized tubs, Standard No. 0, 
$4.40 per doz.; No. 1, $5.35 per doz.; No. 2, 
$6 per doz.; No. 3, $7 per doz.; medium 
grade heavy galvanized tubs, No. 100 S, 
$8.50 per doz.; No. 200 S, $9.50 per doz.; No. 
300 S, $10.50 per doz. Common galvanized 
pails, 8 qt., $1.65 per doz.; 10 qt., $1.85 per 
doz.; 12 qt., $2 per doz.; 14 qt., $2.30 per 
doz.; common galvanized stock pails, 16 qt., 
$4 per doz.; 18 qt., $4.75 per doz. 


Glass and Putty.—Sales have slowed 
up to some extent, although building 
activity has increased. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength A and single 
strength B, up to 25-in. bracket, 86 per 
cent off. Single strength A and single 
strength B, over 25-in. bracket, 85 per cent 
off. Double strength A, all brackets, 85 per 
cent off. Double strength B, all brackets, 
87 per cent off. Putty in 100-lb. kits, $3.65; 
commercial putty, $3.60; glaziers’ points 
Nos. 1, 2 and 3, one doz. packages, 65c. 


Hatchets.—Cheaper grades are con- 
sidered exceptionally low in price, and 
sales have been very good with firm 
prices. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality, broad 
hatchets, $16 per doz.; competitive grade, 
$12 doz.; warranted shingling hatchets, $12 
$8 ck competitive forged shingling hatchets, 

doz. 


Hammers.—Improvement in sales 
still continues. No early revision of 
prices is expected. 

We quote from jobbers’ stocks, f.ob. 
Chicago: No, 11% first quality nail ham- 
mers, $12 per doz.; competitive forged nail 
hammers, $6 to $9 per doz.; cast steel ham- 
mers, $4 per doz. 

Hickory Handles.—The present low 
prices still continue and sales are un- 
usually good. 


We quote from jobbers’ stocks, f.6b. 
Chicago: No. hickory axe handles, $3 
doz.; No, 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special 
second growth white hickory, $4.50 doz.; 
No. 1 hatchet and hammer handles, 80c. 
doz.; second growth hickory hatchet and 
hanmmer handles, $1.20 doz. 


Hose.—Sales are very much better 
now in spite of the excessive rain. 


We quote from jobbers’ stocks, f.ob. 
Chicago: %-in. molded reel hose, good 
quality, 138%c.; %-in. 3-ply good quality 
duck hose, 13%c.; %-in. 4-ply good quality 
tome hose, 16c.; %-in. 5-ply multiple hose, 

c. 


Lawn Mowers and Grass Catchers.— 
The demand has been increasing. 
Prices are unchanged. Some dealers 
who have put off ordering complete 
stocks are finding jobbers’ stocks 
broken on some sizes. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 12-in., $5.20 each net; 14-in., $5.50 
each net; 16-in., $5.85 each net; 18-in., 
$6.20 each net. Ball bearing lawn mowers, 
4 blades, adjustable bearings, 8-in. drive 

21, finished in gold, aluminum and blue, 
l4-in., $7.50 each net; 16-in., $7.80 each 
net; 10%-in. raised open drive wheel, 4 
tempered steel blades, reel 6-in. diameter, 
finished in aluminum, gold and green, red 
and gold striped, $9.50 each net; same, 
16-in., $9.95 each net; same, 18-in., $10.45 
each net; 20-in., $11.15 each net. 

Grass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers, 16 to 20-in., $13.13 per doz. net. 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, May 13, 1922. 
wis May practically half over 
there is a strong probability that 
all branches of the hardware business 
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Nails.—Sales have been good and 
due to the condition of the mills, job- 
bers’ stocks may become considerably 
reduced before long. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $3.10 per 
keg base. 

Oil Stoves.—Sales are reported to be 
increasing. This should be a _ good 
season. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 2-burner, less shelf, $10.85 each; 
3-burner, less shelf, $14.25 each; 4-burner 
less shelf, $18 each; 2-burner shelf, $3.50 
each; 3-burner shelf, $4.25 each; 4-burner 
shelf, $5 each. 

Paints and Oil.—Linseed oil advanced 
3 cents per gal., making 12 cents ad- 
vance in four weeks. Turpentine has 
been advanced 9 cents per gal. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Raw linseed oil, 1 to 4 barrels, 
$1.08 per gal.; boiled linseed oil, 1 to 4 
barrels, $1.10 per gal.; raw linseed oil, 5 
barrels or more, $1.04 per gal.; boiled lin- 
seed oil, 5 barrels or more, $1.06 per gal., 
less 1 per cent 10 days. Turpentine, $1.03 
per gal, (in barrels); Denatured alcohol in 
barels, 42 cents per gal.; strictly pure white 
lead, 100 Ib. kegs, per lb., 12% cents per lb.; 
50 Ib. kegs, 12% cents per Ib.; dry paste in 
barrels, 6 cents per lb.; pure white shellac, 
4 lb. goods in gal. cans, $4.75 per gal.; pure 
orange shellac, 4 lb. goods in gallon cans, 
$4.25 per gal.; English venetian red, in 
barrels, $3.50 and $6.75 per cwt. 

Roller Skates.—The sales are keep- 
ing up in large volume, but are not as 
heavy as a week ago. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates, 
$1.50 per pair; girls’ style, $1.60 per pair. 

Rope.—Early shipments of hay rope 
are being taken and orders continue for 
highest quality. Current orders are good 
and prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila rope, 
standard brands, 17%c. to 18%c. per Ib.; 
No. 2 manila rope, 16c, to 16%c. per Ib. 
base; so-called hardware grade manila 
rope, 12%c. per Ib.; No. 1 sisal rope, highest 
quality standard brands, 14%c. to 15\%c. 
per Ib. base; No. 2 sisal rope, standard 
brands, 13c. to 14e. per Ib. base. 


Sash Cord.—Manufacturers are re- 
ported to be busy now. They advanced 
2 cents per Ib. last week. No change in 
local market has been noted. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard brands, 
$8.15 doz. hanks; No. 8 sash cord, standard 
brands, $9.45 doz. hanks. 


Sash Weights.—Prices are considered 
as being favorable and building activi- 
ties are bringing in good orders. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Sash weights per ton, $36. 


Serews.—No changes in local prices. 
Sales are better than a month ago. 


We quote from jobbers’ stocks, | f.ob. 
Chicago: Flat head bright screws, 85-12% 
per cent off list; round head blued, 85 per 
cent off list; flat head brass, 80-15 per cent 
off list: round head brass, 80-5 per cent off 
list; japanned, 80-5 per cent off list. 


Screen Doors.—Stocks have started 
to move in good volume. The demand 
is just getting under way. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Three panel %-in. 2-ft. 6-in. x 


6-ft. 6-in, plain doors, $18.40 per doz.; four 
panel, %-in. 2-ft. 6-in. x 6-ft. 6-in. plain 


BOSTON 


in this territory will show a sizable in- 
crease in the turnover of merchandise. 
Starting with the retail trade, a de- 
cided improvement in the movement of 
goods is noted everywhere. This better- 
ment naturally runs to seasonable 
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doors, $20 per doz.; five panel, 1%-in. 2-ft. 
6-in, x 6-ft. 6-in. plain doors, $21.65 per 
doz.; four panel, 1%-in. 2-ft. 6-in. x 6-ft. 
6-in. fancy doors, $29.70 per doz. 

Sledge and Eye Hammers.—Prices 
are relatively low and sales are in- 
creasingly good. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Striking and B. S. sledges, 5 to 
16 Ib., $8 per 100 Ib. 


Solder and Babbitt Metal.—Sales 
volume is increasing and market is 
stronger. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, $22 pe 
100 lb.; medium 45-55 solder, $21 per 100 Ib.; 
tinners’ 40-60 solder, $20 per 100 lb.; high 
speed babbitt metal, $18 per 100 Ib.; 
saw No. 4 babbitt metal, $8 per 100 

Sporting Goods.—Brisk business con- 
tinues. Future orders for guns are in- 
increasing and ammunition futures con- 
tinue in good volume. Fishing tackle 
and baseball goods are still running 
into big sales, with many re-orders on 
the latter. There is a big shortage in 
baseball goods on account of the heavy 
demand. The fishing tackle season just 
getting under way with sales holding 
up. 

Stove Pipe and Elbows.—Prices are 
strong, with a possibility of being 
higher and advance sales for fall ar2 
brisk with the better grades being 
specified. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $8.75; 30 gage, 
$9.60; 28 gage, $11.85; 26 gage, $14.30; 
6-in. elbows, 30 gage, $1.15; 28 gage, $1.30; 
26 gage, $1.55 per doz. 

Washing Machines.—Sales are im- 
proved and retailers are finding a good 
market. 

Wheelbarrows.—Prices are consid- 
ered relatively low, and no further re- 
ductions are in early prospect. De- 
mand is seasonable, and is at present 
unusually active. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Tubular handle, all steel barrows, 
$6.50 each; Angle leg contractors’ barrows, 
$5.50 each; Angle leg, garden barrows, $4.50 
each; Competitive steel tray barrows, $4 
each. ’ 

Wire Goods.—Shortages in local 
stocks are reported in wire, barb wire 
and staples. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black.annealed wire, $2.85 
per 100 Ib.; galvanized barb wire, $3.75 per 
100 Ib.; 12-mesh black painted wire cloth, 
$1.90 per 100 sq. ft.; poultry netting, 56 per 
cent off: galvanized after weaving, 51 per 
cent off; catch weight spool galvanized 
cattle wire, $375 per 100 Ib.; 80 rod spool 
galvanized hog wire, $3.27 per spool; No. 8 
galvanized plain wire, $3.35 per 100 Ib. 

Wrenches.—Sales continue normal 
and the volume is considered good. No 
price changes are in sight. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: Agricultural wrenches, 60-10 per 
cent; engineers’ wrenches, 40 per cent; 
knife handles, 60 per cent. 

Wringers.—Sales are holding up 
well. Prevailing quotations are 50 per 
cent off Lovell’s lists. 


stock, yet sales of merchandise which 
ordinarily have little call at this time 
of the year are remarkably free, thanks 
to the growing public interest in radio 
appliances. No let-up in the New Eng- 
land building of homes, apartment 
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houses, stores, churches, 
schools, etc., is visible. 

The wholesale shelf hardware firms, 
which a short time back were running 
a close race with mill supply houses 
for leadership in market activity, have 
forged ahead this month so that it is 
difficult to distinguish which branch of 
the hardware trade has the advantage. 
One of the largest local wholesale firms 
reports sales so far this month as ex- 
ceeding all previous records for corre- 
sponding days. When the depreciation 
in values is taken into consideration, 
such a showing is decidedly significant. 
Other firms, while unwilling to admit 
sales are of record breaking propor- 
tions, are confident that business is 
running well ahead of last month. 

Mill supply distributing interests cer- 
tainly are busier than they have been 
before since war days, and for the first 
time in several months are showing 
profits on their books. Business has 
grown to such size in this branch of 
the hardware business, and confidence 
has had such a strong come-back, that 
many of the firms are placing substan- 
tial orders with the manufacturers, 
which means that future requirements 
are being anticipated as in former 
days. The comparative freedom of 
price changes in mill supplies is a big 
constructive factor. 


Heavy hardware houses, while doing 
more aggregate business than they 
were last month, are not coming for- 
ward as rapidly as are the shelf 
hardware and mill supply firms. The 
labor trouble in the cotton and woolen 
industries unquestionably is a big fac- 
tor in the heavy hardware market. As 
soon as the trouble is adjusted there 
is every reason to anticipate a decided 
turn for the better in the movement of 
heavy hardware, for consumers’ and 
retail dealers’ stocks of heavy hard- 
ware, generally speaking, are small. 

Generally speaking few price 
changes of importance are reported this 
week. There is a tendency on the part 
of some of the hardware manufactur- 
ers to readjust lists in spots, but such 
changes are unimportant and cause but 
little comment in distributing circles. 


garages, 


Automobile Accessories—As might 
be expected, automobile accessories are 
moving out of wholesale and retail 
hardware hands more freely. The de- 
mand for bumpers, horns and auto- 
matic windshield cleaners is especially 
brisk and jobbers’ stocks of these, in 
some cases, are broken. Some manu- 
facturers of tires have notified the 
hardware trade that they will absorb 
the tax on their product, which virtual- 
ly amounts to a reduction of 5 per cent 
insofar as the retail hardware dealer is 
concerned. Prices for competitive lines 
of accessories are unsettled and are 
in the buyer’s favor. 


Barbed Wire.—Comparatively large 
shipments of barbed wire have been 
made from local jobbers’ stocks in the 
past week. The New England market 
for this class of merchandise is net 
especially good, which makes the ship- 
ments of the past week all the more 
significant. The better buying is re- 
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ported as based on the growing belief 
that prices will not be lower for some 
time. 


We quote from Boston jobbers’ stocks: 
Galvanized barbed wire, 80-rod reels, $4.19 
per reel, 2-ply twisted, 80-rod reels, $3.77; 
galvanized barbed wire, catch weight reels, 
$4.75 oer cwt.; 2-ply twisted, catch weight 
reels, $4.75. 

For shipment from mill: lvanized 
barbed wire, four point, in car lots, $3.15 
per reel, in less than car lots, $3.40; 2-ply, 
in car lots, $3.15 per reel, in less than car 
lots, $3.40; 2-ply twisted, in car lots, $2.31 
per reel, in less than, car lots, $2.48; 80-rod 
reels, in car lots, $2.67 per reel, in less than 
car lots, $2.96; all f.o.b, Pittsburgh. 

Staples, galvanized fence staples, 
store, $4.75 per 100 Jb. 


from 





Federal Trade Commission 
Decides Against Jobbers 


The Federal Trade Commission 
has made a finding in the case 
against the Southern Hardware 
Jobbers’ Association and others, 
in which it holds that: “The acts, 
agreement, understandings, poli- 
cies and —_ of the respon- 
dents and each and all of them 
are unfair methods of competi- 
tion in interstate commerce and 
constitute a violation of the act 
of Congress, approved September 
26, 1914, entitled ‘An act to grant 
the Federal Trade Commission to 
define its powers and duties and 
for other purposes.’ ” 











Barrows.—Garden barrows, which 
last month moved slowly, are in in- 
creased demand; in fact, the movement 
out of local stocks the past week has 
been exceptionally good. Many retail 
hardware dealers experiencing a public 
demand discovered that stocks were far 
below requirements and, for that rea- 
son, they were obliged to come into the 
market and buy. Local jobbers’ stocks, 
generally speaking, are small but up 
to date and no trouble has been ex- 
perienced in supplying retailers’ wants. 

We quote from Boston jobbers’ stocks: 

Garden Barrows.—Standard makes, good 
quality, No. 4, $5.50 each, No. 5, $6.10. 
From the factory, in lots of six or more, 
slightly reduced prices are named. 


Baseball Goods.—According to the 
local jobbers, the demand for all kinds 
of baseball goods hangs on remarkably 
well. Each mail brings a substantial 
number of orders and some delay has 
been experienced in shipments, due to 
the fact that stocks of certain things 
are badly broken. Bats and all styles 
of gloves are apparently the popular 
sellers to-day, although the inquiry for 
baseballs has picked up considerably 
of late. 

We quote from Boston jobbers’ stocks: 


Bats.—Louisville Sluggers, all types, $18 
per doz.; & B branded. Professional 
League, $14.20 per doz.; burnt oil finish, 
$10.80; King of the Field, $7.20; Semi-Pro, 
3 ).20; Junior League, $3.60; Cracker- Jacks, 


Balis.—Harwood Dandy, $1.20 per dozen; 
Boy’s Favorite, $1.75; Young America, 
$2.50: Junior League special, $2.50; Junior 
League, $4; Boy’s League, $4.75; — 
Lively, $7; Professional League, $9; Har- 
wood League, $15; National League, $16.50. 

Gloves.—Fielders’ gloves, $6 to $39 per 
dozen; catchers’ mitts, $18 to $78 per dozen; 
first basemen’s mitts, $24 to $30 per dozen. 


Chain.—Wholesale firms are, in 
many instances, heavily stocked with 
chain of all kinds and they are moving 
slowly. 
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We quote from Boston jobbers’ stocks: 
Proof coil self colored chain in cask lots, 
fs-in., Hy af %-in., $11.55; -in., $10: 
%-in., $8.45; ye-in., $8.10; %-in., $7.80: 
56 - in., $8. 45 per 100 Ib. 

Croquet Sets.—No fault can be found 
with the market on croquet sets. The 
aggregate demand is not only normal 
or better, but embraces a wide variety 
of styles and quality. As a result of 
the movement so far this year, local 
jobbers’ stocks have been materially 
reduced. 


We quote from Boston jobbers’ stocks: 

Croquet Sets.—No. 0, 8 ball, $2 per set; 
No. B, 8 ball, $3; No. N, 8 ball, $4; No. 
AAW, 4 ball, $4.50. 

Drills and Reamers.—A further im- 
provement in the demand for drills and 
reamers is noted throughout the job- 
bing trade. The inquiry for high speed 
drills is unusually good and is by no 
means confined to manufacturers pro- 
ducing radio equipment, orders coming 
from a wide variety of manufacturers. 
The undertone of the market unques- 
tionably is firmer than it has been be- 
fore in months. There is less inclina- 
tion on the part of the manufacturers 
of drills and reamers to shade prices, 
and they say they are getting more 
business, not only in New England, but 
in other states. 


We quote from Boston jobbers’ stocks: 


Drills.—Carbon, sizes up to 1%-in., 
tapered and straight shank, 65 and 5 per 
cent discount; bit stock drills, 60 and 5 per 
cent discount; center drills, 65 and 5 per 
cent discount; drills and countersinks com- 
bined, 30 per cent discount; ratchet drills, 
35 per cent discount; wood boring brace 
bits, 50 per cent discount; high speed drills, 
50 per cent discount; jobbers, letter and 
number sizes, 50 and 5 per cent discount. 

Reamers. — Bit stock, 30 per cent dis- 
count; bright square and T S standard 
makes, 65 per cent discount; chucking, 25 
per cent discount; tapered pins, 40 per 
cent discount; escutcheon pins, 45 per cent 
discount; small fluted rose and _ socket 
reamers, 20 per cent discount. 


Fire Extinguishers.—Possibly _ be- 
cause of the large number of brush and 
wood fires throughout New England, 
there is a much improved demand for 
fire extinguishers of all kinds. The 
number of orders coming from the so- 
called country retail trade suggests 
that fire hazards are prompting public 
consumption of this class of merchan- 
dise. A good demand is also noted 
from stores located in large cities, the 
extinguishers in such cases going to 
automobile and motor boat owners. 

We quote from Boston jobbers’ stocks: 
Pyrene fire extinguishers, $$ each; in lots 
of six or more, $7.50 each. La France, 
size, 1, $7.50 each; size 2, $9; size 3, $10.50. 

Hose.—A further increase in the 
movement of rubber hose is reported 
by wholesale distributors. Local 
stocks are in fairly good condition and 
prompt deliveries are being made by 
the wholesale trade. The amount of 
rainfall so far this month is below 
normal and that fact unquestionably 
accounts for at least a part of the 
better movement of hose out of stocks. 


We quote from Boston jobbers’ stoc ks: 
Rubber hose, 5-ply, As nag’ S-in., 84oC.; 
Leader, %- in. i» BOs 9%C.; : Olympic, 
(wire wound) %-i “” Good Luck, 
5&-in., 1lc.; Vigo, 10c.; Milo. 5%-in., 12%2c. 
Bull Dog, 7-ply, %-in., 14c. In 25 ft. 
lengths add %c. per foot to above, prices. 


Iron and Steel.—Aside from an ad- 
vance of 20 cents per 100 Ib. in cold 
rolled steel, prices in this department 
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of the hardware market remain as here- 
tofore. Labor trouble in the building 
trades is reported as retarding busi- 
ness, but the movement of iron and 
steel out of jobbing stocks is holding 
its own, nevertheless. Local ware- 
houses are in fairly good shape insofar 
as supplies go, and consumers have 
no difficulty in getting what they want 
on short notice. 


We quote from Boston jobbers’ stocks: 

lron.—Refined, $2.50% per 100 lb. base; 
best refined iron, $4.25; Wayne iron, $5.50; 
Norway iron, $5.50. 

Steel.—Soft steel bars, $2.50% per 100 Ib. 
base; flats, $3.15%; concrete bars, plain, 
stock lengths, $2.55%; angles, channels and 
beams, $2.50%; tire steel, $3.85 to $4.25; 
open-hearth spring steel. $4 and $5.50; 
steel bands, $3.00% to $3.53: steel hoops, 
$3.41%; cold rolled steel, $3.20 to $3.70; 
toe calk steel, $5. 

Lawn Mowers.—Sales of lawn mow- 
ers out of retail stocks are showing 
a gratifying increase each week and 
this, naturally, is reflected in the local 
wholesale market. Most of the jobbing 
houses, it is believed, bought rather 
sparingly this year on the theory that 
the retail trade wouldn’t require many 
lawn mowers. The better business, 
therefore, has caught some of the 
houses unexpectedly, and there is 
every indication that very little stock 
will be carried over this season and 
that the market will close in a healthy 
condition. 

We quote from Boston jobbers’ stocks: 

Lawn mowers, low grade, 14-in., $5.50 
each; 16-in., $5.75; 18-in., $6.25. Medium 


grade, ball bearing, 16-in., $8 each; 18-in., 
$8.38. High grade, ball bearing, five- blade, 


14-in., $12; 16-in., $13; 18-in., $14; 20-in., 
Lead.—The market on sheet lead has 
been advanced % cent per Ib. The 
higher prices are based on several ad- 
vances in pig lead made by the leading 
producers within the past month. 
We quote from Boston jobbers’ stocks: 
Sheet Lead.—lic. per lb., base list. 
Nails——Although the increase is 
hardly perceptible to the casual ob- 
server, there is nevertheless a better 
movement of nails out of local stocks. 
This statement applies to wire as well 
as to cut nails. The New England 
hardware jobbers did not mark up 
prices some time ago when the mills 
advanced their lists, and this fact 
stimulated business considerably. The 
market to-day is on a very firm basis 
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ENERAL conditions in the soft 

coal strike in this district show no 
material changes from those of a week 
ago. As yet there are no signs of an 
early settlement of the strike. The 
general opinion is that it is going to be 
fought out to a finish. The soft coal 
operators feel that the demands of the 
miners are absurd, and they have evi- 
dently decided that now is the time to 
bring this fight to a complete finish in 
the defeat of the miners. 
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and all signs point to its continuing so 
for some time at least. 


We quote from Boston jobbers’ stocks: 
Wire nails, per keg from the store, $3.25 
base, f.o.b. Boston; direct from mill ship- 
ments, in car lots, $2.50 per keg base; 
in less than car lots, $2.75 per keg base; 
cut nails, $3.90 per keg base; galvanized 
cut nails, $7.50 base. Cement coated nails, 
$2.75 per keg 


Poultry Supplies—An unusually 
large demand for poultry netting is 
noted by the jobbers in this section. 
The consensus of opinion is that sales 
of netting this year will exceed all pre- 
vious records and that very little, if 
any, stock will be carried over by the 
large distributors. Other poultry sup- 
plies are in unusually good demand 
for this season, which is a sure indica- 
tion that retail dealers in some sections 
of New England, at least, are enjoying 
a quick turnover of merchandise. 


We quote from Boston jobbers’ stocks: 
Poultry Netting.—From store, 40 and 10 
per cent off list. From factory, 50 and 5 
per cent discount, f.o.b. Pittsburgh. 
poultry netting, 100 Ib. kegs, 
S, $6.35 per 100 Ib.; 1 Ib. 
papers, $7.35 per 100 Ib. 


Radio Appliances.—A further expan- 
sion in merchandise going into the 
amateur manufacture of radio ap- 
pliances, as well as from small manu- 
facturers who cannot buy to advantage 
from the factories, is reported by locai 
jobbers. The radio business resembles 
a rolling snowball. When an amateur 
buys an inexpensive set, costing we will 
say around $3.50, a demand for parts 
is almost immediately created, for 
Young America wants to improve on 
his outfit right away and, naturally, 
comes to the hardware man for sup- 
plies. The number of boys becoming 
interested in radio work is increasing 
by leaps and bounds, and the wholesale 
hardware trade never dreamed that it 
would enjoy the business it is ex- 
periencing to-day in all branches of 
hardware and appliances on the mar- 
ket. 

Rope.—Some good sized lots of 
manila rope are being moved from 
Boston jobbers’ stocks, the market, ac- 
cording to reports, being more nearly 
normal than it has been before in a long 
time. Sisal rope also is having a better 
call and all kinds of twine are more 
active than heretofore. The local hard- 
ware trade was interested in the an- 
nouncement that negotiations are pend- 
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There has been little real distress 
among blast furnaces and _ steel 
plants and the very large con- 
sumers of coal in this district since 
the strike started, as large supplies of 
coal have been brought here from Ken- 
tucky, West Virginia and other coal 
fields not far from Pittsburgh. It is 
true there has been a scarcity of coal 
at a few plants, but so far loss in oper- 
ations have been slight. Due to the coal 
strike, and the scarcity of coke caused 
by the strike, the blast furnace opera- 
tors in the Pittsburgh, Youngstown and 
Wheeling districts are running their 
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ing for the sale of practically the entire 
annual sisal production of Yucatan to 
twine manufacturers of Argentine. 
According to the story, the Argentine 
interests plan to build a large binder 
twine manufacturing plant at Buenos 
Aires. If this report is true, it may 
have some influence on future prices 
on sisal rope and twine. 


from Boston jobbers’ stocks: 


We quote 
Sisal rope, 


Rope.— Manila, 20c. per Ib. 
l7c. per lb., base, 

Twine.—Wool, 16c. per Ib. 
cotton, No. 1, 46c. per Ib.; 
36c., No. 24, 35c. per Ib. 


Sash Cord.—Following the recent up- 
swing in raw cotton values, manufac- 
turers of sash cord announce an ad- 
vance in prices and local jobbers’ lists 
have been revised upward 2 cents a lb. 
to coincide. The demand for sash cord 
is satisfactory, all things considered, 
and there is nothing which indicates 
it will not continue so. 


We quote from Boston jobbers’ stocks: 

Sash Cord.—Acme, braided, No. 6, 40c. 
per Ib.; No. 7, 38c., No. 8, 9, 10 and 12, 37c. 
Cheaper grades, No. 7, 36c. per Ib., No. 8, 
35c. Sampson spot, No. 7, 64c. per Ib., No. 
8 and larger, 63c. 


Sargent’s Goods.—Based on a recent 
list issued on Sargent’s goods, local 
jobbers’ prices on some of these have 
been reduced approximately 10 per 
cent. The reduction by no means ap- 
plies to the entire line. 

Screens and Screen Doors.—Screens 
and screen doors are beginning to 
move out of Boston jobbers’ stocks in 
large volume and it looks as if those 
who were predicting a backward sea- 
son a month or so ago guessed wrong. 
As a matter of fact, if the present 
movement is continued, it will not be 
long before jobbers begin to report 
broken stocks. 

Taps and Dies.—Taps and dies are 
going well. In fact, the movement out 
of local stocks has been of such volume 
during the past three weeks that some 
of the largest jobbing interests have 
been obliged to order from manufac- 
turers for future requirements, inas- 
much as local stocks are getting down 
to the danger point. One local mill 
supply house reports having just placed 
an order with a manufacturer that is 
the largest one given since war days. 
The comeback in taps and dies certain- 
ly is much faster than local wholesale 
interests anticipated. 


in full bales; 
hemp, No. 18, 


blast furnaces on what is known as 
slow blast, that is, the blast furnaces 
are not being driven to full capacity, 
and this means a smaller output. There 
have been large defections from the 
ranks of the strikers in the upper and 
lower Connellsville coal fields, these 
men having been on a non-union basis, 
but went out on a sympathy strike. 
That the output of steel has not been 
greatly lessened by the coal strike, is 
shown in the fact that the April out- 
put of steel ingots shows a gain over 
March of 11 per cent. The total output 
of steel ingots in April was 2,439,246 
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gross tons, a gain over March of over 
60,000 tons. There have also been some 
blast furnaces started, the Carnegie 
Steel Co. having put in operation last 
week two blast furnaces at Mingo 
Junction, Ohio. This action on the part 
of this company indicates that it is not 
afraid of an ample supply of coke to 
operate these furnaces. The coal situ- 
ation from the standpoint of consumers 
is fairly satisfactory, but every day 
that it goes on means that coal miners 
who are out of funds are more likely 
to go back to work. 

The coal strike is still having the ef- 
fect of stiffening up prices on iron and 
steel products of all kinds, which are 
very firm. There have been heavy 
sales of pig iron and at higher prices. 
Basic pig iron in the Pittsburgh district 
is up $2 to $3 per ton and foundry iron 
about $2 per ton. There have been no 
general advances in prices of finished 
steel products, but there have been pre- 
miums paid for prompt deliveries on 
sheets, in some cases it is reported as 
much as $5 per ton. The new demand 
for sheets is very heavy and output and 
shipments are running at very close to 
90 per cent of normal capacity. An 
item of interest in heavy steel products 
is that a large ship building company 
at Toledo has just received a contract 
for an ore boat 610 ft. long which will 
require nearly 5000 tons of plates and 
shapes. A strong feature in the steel 
situation is that the automobile makers 
now have a heavy demand for cars; the 
output of the Ford Motor Co. this 
month is expected to reach close to 115,- 
000 cars, while the schedule for June 
calls for 130,000 cars. If this expected 
output in June is reached, it will be by 
far the heaviest month in production 
= Fin the Ford Motor Co. has ever 

ad. 

The railroads continue to buy heav- 
ily of cars and rails and some large 
inquiries are still in the market. Ex- 
port trade in steel products is quite 
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heavy, especially in rails. In addition 
to an order for 10,800 tons of steel rails 
placed in this country by Japan, there 
is another inquiry pending for 10,600 
tons for shipment to Japan. Summed 
up as a whole, the steel industry in the 
Pittsburgh, Youngstown and Wheeling 
districts is now on about a 70 per cent 
basis, but in some cases it is close to 
75 per cent. The mills are not going 
after new business very aggressively, 
owing to the uncertainty of the outlook 
caused by the coal strike. Their order 
books are pretty well filled up and they 
seem content now to go along quietly 
taking such business from regular cus- 
tomers as they feel they should take, 
at the same time keeping careful watch 
that commitments on their books do not 
get too heavy. 

Costs of fuel have gone up a good 
deal since the coal strike started and 
the supply of furnace coke being light, 
it readily brings $6 per ton at oven, as 
against about $3 before the strike 
started. This means a heavy advance 
in costs of making pig iron, and these 
higher costs follow right down through 
all lines of semi-finished and finished 
steel products. While the coal strike 
is on there is no chance whatever of 
any decline in prices, but there is every 
chance that prices of steel products af- 
fected in output by the coal strike may 
show some advances. There have been 
some heavy purchases of pig iron at 
the higher prices, but for third quarter 
deliveries prices are being quoted lower 
than for early deliveries. This is taken 
to mean that producers of pig iron do 
not expect the coal strike to last longer 
than July 1, and are very hopeful, and 
believe, it will terminate before that 
date. 

General conditions in the hardware 
trade are fairly good, the volume of 
business so far in May being larger 
than in April. No important changes 
in hardware prices were made during 
the week and the few that were made 
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were on the lighter lines of hardware 
and were slight declines. It is inti- 
mated here that any day an announce- 
ment may be made of an advance in 
prices on builders’ hardware, the de- 
mand for which in this district is very 
heavy. Steel bars have advanced $4 to 
$5 per ton, and this means higher costs 
in the making of builders’ hardware. 
As noted before, on some seasonable 
lines there is a scarcity in supplies, and 
jobbers are using every expedient in 
order to facilitate quicker deliveries. 
Wire cloth, poultry netting and other 
similar goods are scarce, and all weav- 
ers of wire cloth are back three to four 
weeks in shipments. Recently there 
have been quite a few shipments of 
wire cloth and poultry netting to Pitts- 
burgh jobbers by express, in order to 
secure quicker deliveries as stocks are 
running very low. 

Automobile Accessories.—Local deal- 
ers report the demand very much bet- 
ter than for some time and also say 
that. prices are firmer. 


We quote from jobbers’ stocks, f.o.b. 
Pittsburgh, as follows: Millers Falls No. 145 
jacks, $4.75. Reliable jacks, No. 1, $2.33; 
No. 2, $3.33, in lots of 12; Derf spark plugs, 
96c. each for all sizes in lots less than 50; 
Champion X spark plugs, 45c. each for less 
than 100 and 48c. each for over 100; Cham- 
pion regular, 53c. each for less than 100, all 
sizes 50c. each for over 100, 


Axes.—There has been an increase in 
orders for axes coming in for fall de- 
livery, and the market is referred to 
as being in good shape. Recent reports 
that one or two makers had made slight 
reduction in prices on axes are not cred- 
ited. 

Local jobbers are now quoting as fol- 
lows: Handle axes, 3%-lb. to 4%4-Ib., $21.30 
doz.; 4-Ib. to 5-Ib., $21.90; 3%-Ib. to 4%4-Ib. 
No. 1, oval handles, $13.50; Miners, polished 
and blued, 3%-lb. to 4-lb. No. 1, oval 
handles, $11.40. Unhandled axes, 3%-lb. to 
444-Ib.. $12.0); D. B. Mich., 314-Ib. to 4%- 
Ib., $16.80; D. 'B. Mich., 4-lb. to 5-Ib., $17.40. 

Builders’ Hardware.—The local de- 
mand continues very heavy, and owing 
to the higher prices for steel bars there 
is some talk of an early advance in 








Paint Material Prices as Quoted in New York—May 15, 1922 


1.38 
-75 
» T%@ 1% 
11%@ — 


Animal, Fish and Vege- 
table Oils— 

Linseed, Raw, 

lots, gal. 
City, 5-bbl. lots, gal... 
Out-of-town, 5 bbl. 

and over, 1, 
Boiled, 2¢ per gal. advance on Raw. 
Lard, prime city.... .11%@11% 
Neutral 18 @18% 


lm, 


Bleachable ......... .10%@— 


—@— 
Crude in bbls. 
Tallow, acidless, 
Menhaden 

Crude, 


gal... .72@ .75 
—@ 
—@ 


Oocoanut, Ceylon, 

-8%@.9 
54 @ 
56 @. 


Cod, Domestic, Prime. 
Newfoundland, in bbl. 
Corn, Refined, bbl. lb. .12%@ .13 
Crude bbl., per Ib... 


11%@ — 
Olive denatured, bbl. 
OOF BAL. co dcccceses $1.15@1.16 


Neatsfoot pure gal.... 
Extra No. 
Lagos. 


Soya Bean, bbl., 1b 
Whiting in Cwt. 


. Gilders 


White Lead, Dry 


Oxide. ~ aaa per Ib. % 
Red Sea 


Green Sea 


1.40 


1, gal.... 17 


casks, 


Black, Drop 
Black, Ivory 
Lampblack 


1.20 
1 ‘Be +25 
1.30@1.35 


24 
36 
15 


, Ultramarine .... 


Brown, Sienna, Italien, 
Burnt and a 

Turkey, Umbe 
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lors Green. Chrome Chemi- 
eally Pure, Ib....... 

Grinders 


Paris. Green. 


Orange, Superfine 
White and Red Lead, Etc. 


Cents per Ib. 
7% 


Tuscan Red 

Natural Red Oxide..... 
Vermillion, English ... 
Yellow, Chrome 


Dry Colors 


Brown, American, Burnt 83%@ 4 


Mo Red, Standard. .10 


11 @11% Turpentine, 
yard basis 
oil 


Spirits of 
Per gal., 
Per Ib. Colors in 


B 
Coach black 


Lampblack 


BROWN :— 
Sienna, Italian, burnt, 
or raw, best grades. 
Umber, Turkey, burnt, 
or raw, best grades. 
— brown, gen- 


$4@ ou 20@22 
-28@80 
-18@20 


-28@30 


Minimum 
; msi. 15@ 18 ™ 
< 


n 
Red Lea 

in oil), 100 lb.. 
Tuscan 


White lead in ofl, 100 
e lem i) 
Gs Coevcvess ivees 9.87@10.53 
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Mill and Hardware Supplies Prices—May 15, 1922 


8SARS—CROW— ee ee AND 


Steel ey 4 Ry 10 Ib. 736; 


Saw Frames— 
Iron, per  ¥ besenuse 


M. S. Taper Taps, No. 2 to 
3.10 12 de. iS. cccccocs 50-10-5% 
M. S. Taper Taps, larger.45-5% 


a 1.05; 5 ft. Po « eine 66%-5% Steel, adj., 8 to 12 im., per doz. 
ie 
Pinch’ Bers, 5¥% ft. 24 Ib. $1.60; Over § Wo. 20220I i Steel, adj., steel hdle., per doz.,. WASHERS—Cast— 
2ft. 75¢; 2% t. 80¢. OomERS— $3.50 Over %-inch, barrel lots, per 
BELTING—LEA'THER— Stee, Copper Plated...... 70-5% Star H. S. Frame........ $18.12 100 Jb, 6. 
From No. 1 Oak Tanned Butts. Chace, Brass and Copper. 10% Adj. Pistol-Grip, oer doz. .$18.12 Irom and Steel 
Belting, Ex. Hvy., 18 08..35% Railroad, coppered......... 60% schews~ Sise Bolt.. % % 
Belting, Heavy, 10 o8...... 40% Chace, Zinc Plated...... 40-10% Coach, Lag and Jack— Washers $8.75 7.75 6.25 
cane. ns 14% oz. 10% Railroad, brass ......++.20&5% Coash Chale 4 i. shane . : % 
elting, aieacad oach, ee -10% 
Second quality, Sides...... 55% PICKS AND MATTOCKS— 6.00 5.90 
> Jack § 
ag Sua i. bi Railroad ..... sas +000 eS010-5% Standard’ List... --.+ +++ + 80% pone nm pon 
, WOE sccccccssscese 
Ls i ci weehal ab ehae sar 45% Contractor's — Discount Machine— Alligator or Crocodile...... 50% 
= Pansy sider per sa. ROPE— Cut Thread Iron, over weraed eccccccccecs 
Tr 
side ty sq. k ‘and over. .47¢ Eastern Retail Trade. Per Ib. iin: = Suscke Week ieee 
Usder 17 sq. - he “apnea or in, diam. and larger: Fillister or Oval Round Head, 62% 
Ru ighest Grade...19¢ Ib. base 50&10% _— 
Competition (Low Grade) sog10% pose owe. -, 16¢ Ib. base Fillister or Oval Head.40&10% egal 
5 vonderd | .. ceeeeeee es 40&10% Sisal, 4 in. p Sinise Rolled, Thread Iron, F, H. or Straits, pig - 
psp yr : ki. reeecee 35% Highest WE oe baceicacs 23¢ y wll ‘or Oval Head.. —_ eave dar cestensveans 40@44¢ 
ackie— Second Grade ......+++. Rolled Thread ‘Bross: c 
Common Wood.....sssee0+ 45% Sisal, Hay, Hide and Bale Ropes, F. H. 75% opper— 
FOE” Sedov vive cas swker ves 45% Medium and Coarse: Filiieter a y Gee eee 60% ian ee 15¢ 
Bolts— First Quality, 23%4¢; erennd ja Feautcaacéuens 14% 
a, eo re areca calle 20%5¢ ser denise Mir ts ceeanasehauaea 4% 
Common Carriage (cut thread): Sisal, ‘arred, Medium Lath Flat Head, Irow.......0+s- 80% Spelter and Sheet Zinc— 
% x 6, and smaller... .60&5% Yarns: Set (Steel) net advance over Western spelter ........ 64 Gi¢ 
Common Carriage (rolled First x? seees sevens o23¢ 25 Sheet Zinc, No, 9 base, cast 
thread): Seco Quality .sseeseeee 0¢ Gna Ga... 60&5 % 9¢ open 9%¢. 
% « 6, and smaller. .59-10-5% Cotton Rope: Poet or > tele allemaal 35 10.5 4 
a, or Longer..... 50-10% Best 5/16-in, and inven, oe %" enual ER esets 2 ii a ee suas 
hla, Eayie, $3. isst....0U% o 60¢ a merican Pig, Per %¢ 
Bolt Ends, H. P. Nuts..... 40% Medium, 6/16-in. and y 4, 4" and larger.. “soit % Bar, Per Ib........... @7%¢ 
Mootle "haat domaine ; 47@48¢ Filhster Head = henenees Seiten 
# 4, and smaller... .60-10% Third Gr., 5/16-in. and Woo % x 1% guaranteed........ 5. 23¢ 
rger or longer....... 60-10% barger .ssseseeee.45 @ 46¢ Flat Head Iron. @ e2ys- -20-5-5% Deel vadads isccucceacsince 21%¢ 
DRESSING—Belt— : Jute: + ‘heeds Round Heed, Irom... oo 2 20% Refined beaueas ier’ ‘ipaice tea 12? 
iquid 4 ; , > oD. eo be GRO Wile oe > s at He ae es on solder indica y 
cs lh Ah es Rg $3.00 No. 2, %4-in. and up.. “she Round, Head, Brass.73.20555% oe Ee vary according to 
aTocKs— Flat Head, Bronze. .55&10&10% ° 


s4we AND FRAMES— 


Round Head, Bronze 


Twist, Bit Stock........ 60-10% ack— Babbitt Metal— 
Twist, Taper and Sew, |, Blades: 524&10&10% Best grade, per Ib........e+. 75¢ 
Shenk a | MM i cea cunnsquadnaane $4.20 STOCKS, DIES AND Commercial grade, per Ib. ... .85¢ 
teens sa cee sees se ; Wis cvccvencevaceuacae. a : _ 
Wire Gouge Jobber and RS 8 Sbasaunbuxxseatndels $04 i ee 33% % whe: Gee nee 
Blacksmith... ...-+++. 60-5% Meda tecdacoieanares 5.67 Hand Tops, 34 to Hee... 45% eee aieatioats 
Brace Drills for Wood... 50-35% WE Mil iveccdrerecdsa tance 6.30 2/6 MONT das cuuudas 4-5% Aluminam— 
e&MERY—Tarkish— 31 Me ccccccccccccccccces G7R 8, FG WD Be ceccceccecsecsces 30% No. 1 Alumin teed 
Out of market at present time. 12 Mh. ceccccccccccccccecs 7.56 Hand “Taps, smaller than me “99 Rn ty 
=e eer lle SO Dik cavccevsiest eébences SED .«\\ Brvawectes Unesedecvesed 45% remelting, per lb...... 25@27¢ 














prices. One local interest reports it 
has more orders on its books at present 
for strictly builders’ hardware, notably 
garage sets and hinges, than it has had 
at any time for three or four years 
past. 


Baseball Goods.—Local dealers re- 
port a heavy demand for baseballs, uni- 
forms and other sporting goods. The 
two leading makers of baseballs are 
said to be considerably back in deliver- 
ies owing to the heavy demand. Local 
dealers quote American League and 
National League baseballs from stock 
at $16 per doz. 


Bolts and Nuts.— Makers report 
there is not much increase in the de- 
mand but they are laying in larger 
stocks than for some time, believing 
that prices may be higher in the near 
future. Discounts in effect by Cleve- 
land and Pittsburgh makers to jobbers 
for fairly large lots are as follows: 


Machine bolts, small rolled threads, 65, 
10, 10 and 5 per cent off list. Machine bolts, 
Small, cut threads. 65, 10 and 5 per cent 
off list. Machine bolts, larger and_ longer, 
65. 10 and 5 per cent off list. Carriage 
bolts, % x 6 in.: Smaller and shorter, rolled 
threads, 65, 10 and 5 per cent off list. Cut 
threads, 65 and 5 per cent off list; longer 
and larger sizes, 65 and 5 per cent off list. 
Lag bolts, 65. 10 and 10 per cent off list. 
Plow bolts, Nos 1, 2 and 3 heads, 60 and 
10 to 60 per cent off list; other style heads, 
20 per cent extra. Machine bolts, c.p.c. and 
t. nuts, % x 4 in.: Smaller and shorter, 
65 per cent off list; larger and longer sizes, 
65 per cent off list. Hot pressed square or 





hex. blank nuts, $5.25 off list. Hot pressed 
nuts, tapped, $5.25 off list. C.p.c. and t. 
sq. or hex, nuts, blanks, $5 off list. C.p.c. 
and t. sq. or hex. nuts, tapped, $5 off list. 
Semi-finished hex. nuts: * in. and 
smaller, U. S. S., 80, 10 and 10 per cent off 
list; small sizes, S. A. E., 80 and 3 tens to 
80 and 2 tens per cent off list; % in. to 2 
in, inclusive, U. S. S., 80 per cent off list. 
Stove bolts in packages, 80, 10, 10 and 5 
per cent off list. Stove bolts in bulk, 80, 
10, 10, 5 and 2% per cent off list. Tire 
bolts, 65, 10 and 5 per cent off list. Track 
bolts in carloads, 3c. to 3.50c. base. Track 
bolts, less than 200 kegs, 3.50c. to 4c. extra. 

Local jobbers quote the usual advances 
over the above discounts for small lots from 
stock. 

Coal Hods.—Jobbers are placing or- 
ders freely for coal hods for delivery 
in the fall, the season starting about 
September next. The Wheeling Cor- 
rugating Co., Wheeling, W. Va., re- 
ports it has already booked a large 
number of orders, and that prices are 
very firm due to the higher market on 
heavy galvanized sheets, from which 
coal hods are made. Local jobbers 
quote galvanized 17-in. hods at $4.75 
per doz. from stock. 


Gas Stoves—As yet all the makers 
of gas stoves have not announced their 
prices on gas stoves for next season’s 
delivery. However, from the few prices 
already put out, we can state that gas 
stoves will be lower next season than 
last year. 


Field Fence.—The new demand is 
very heavy, local jobbers saying they 





are not able to keep up their stocks 
owing to slow deliveries. A local job- 
ber placed a large order for field fence 
on March 22 last and has not yet re- 
ceived shipment. There promises to 
be a decided scarcity in supply of field 
fence for this season’s trade, and an 
advance in prices in the near future is 
not unlikely. 

Local jobbers continue to quote field fence 
at 68 per cent off in carload lots, and 66 
per cent off list in lots less than 1000 rods, 
f.o.b. Pittsburgh. 

Ingersoll Watches. — Announcement 
is made that about June 1 next delivery 
of the former full line of Ingersoll 
watches will be available. It will be 
recalled that the Ingersoll concern was 
taken over some time ago by the 
Waterbury Clock Co., Waterbury, 
Conn., and this concern announces it 
will be able to make shipments on the 
full line of Ingersoll watches on or 
about the date named above. 


Iron and Steel Bars.—Owing to the 
coal strike, and the fact that the steel 
bar mills are well filled up over the 
next three months, the local market 
has advanced to 1.60 cents minimum in 
carload lots, some makers quoting as 
high as 1.75 cents but are not anxious 
to book orders even at that price. The 
Steel Corporation interest here has not 
advanced its price above 1.50 cents, 
but is taking only a limited number of 
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orders and from favored customers. 
Local jobbers have advanced their 
prices and are holding very firm, their 
stocks of steel bars not being very 
heavy. 


Local jobbers now quote steel bars rolled 
from billets at 1.75c. to 2c., depending on 
the order; reinforcing bars rolled from 
billets, 1.75c. to 1.90c. base; reinforcing bars 
rolled from old rails, 1.65c. to 1.75c.; refined 


iron bars, 2c. to 2.25c., the higher prices 
being for large lots, and the lower for 
smal] lots. 


Poultry Netting—As noted in our 
reports for several weeks, the demand 
for poultry netting has been very ac- 
tive for some time and jobbers are not 
able to keep their stocks complete, ow- 
ing to slow deliveries by the makers 
who are said to be from two to three 
weeks behind in shipments. 


Local jobbers quote from stocks at 50 and 
5 per cent after weaving, and 50, 10 and 5 
per cent before weaving. 


Sheets.—Both the American Sheet & 
Tin Plate Co. and the independent sheet 
mills are considerably back in deliver- 
ies, due largely to an acute shortage 
in the supply of sheet bars. Shipments 
so far in May have been fully as heavy 
as in the same period in April, in spite 
of the coal strike, and the scarcity of 
steel. The leading sheet interest and 
the independent mills are operating at 
85 to 90 per cent of normal capacity, 
and are well filled up to July 1, or 
longer. Prices remain very firm, and 





Office of HARDWARE AGE, 
538 Guardian Building, 
Cleveland, Ohio, May 15. 


I ETAIL hardware sales in Cleve- 
; land have improved materially 
this month and the trade generally 
reports a good volume of business. 
Lawn mowers, garden tools, screen 
doors and windows, garden hose and 
other seasonable merchandise are mov- 
ing well. Paints and varnishes are also 
in good demand. “Clean-Up Week” 
was quite generally observed in this 
city and this probably helped to stimu- 
late business. 

Jobbers report a fair volume of 
business, particularly in spring and 
summer merchandise. Some of this is 
from retailers who put off buying until 
the last minute and some is in repeat 
orders. The shortage previously re- 
ported in refrigerators has become 
more acute. Manufacturers did not get 
under full production during the winter 
and as retailers put off buying, both 
manufacturers’ and jobbers’ stocks 
were low when the retail trade finally 
began to place orders. Sales of season- 
able merchandise for fall delivery are 
still rather light. 

The market is firm on most lines and 
very few price changes are reported. 
The advance in steel prices will effect 
manufacturing costs in some lines and 
further important reductions are not 
looked for. 

Conditions in the building field in 
the Middle West appear very satisfac- 
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in some cases premiums of $3 to $5 per 
ton have been paid for sheets where 
the mill would promise quick shipment. 
The automobile builders are heavy buy- 
ers, especially the Ford Motor Co., 
whose program calls for an output of 
130,000 cars in June, which, if reached, 
will be the banner month for produc- 
tion in the history of that famous con- 
cern. 


Prices being quoted by jobbers at this 
writing, f.o.b. Pittsburgh, are as follows: 
Blue annealed sheets, 2.75c. to 3c.; No. 28 
gage Bessemer black sheets, 3.25c. to 3.50c., 
and No. 28 gage galvanized, 4.25c. to 4.50c. 
in small lots from store. Prices quoted 
depend largely on the size of the order. 


Shovels—Demand is somewhat bet- 
ter for contractors’ shovels and other 
supplies, due to the large amount of 
new road building going on in this 
state, and in fact all over the country 
at the present time. Prices are firm, 
local jobbers continuing to quote fourth 
grade black shovels at $9.50 and pol- 
ished at $10.50 per doz from stock. 


Washers.—The Stanley Works, New 
Britain, Conn., announces an advance 
of 1 cent per Ib. on wrought steel 
washers. 


Wheelbarrows.—The Jackson Mfg. 
Co., Harrisburg, Pa., announces, effec- 
tive May 15, an advance in prices on 
tubular steel wheelbarrows of 3 to 8 
per cent. The market is reported to be 
very firm. 


CLEVELAND 


tory. Locally, there is a great deal of 
building work under way largely in 
residences and apartment houses, and 
this indicates a very good demand for 
builders’ harware a little later. 
Automobile Tires and Accessories.— 
The United States Tire Co. has an- 
nounced a 5 per cent reduction on cas- 
ings, doing this by absorbing the pres- 
ent war tax. The demand for tires is 
quite good and accessories are moving 
better than they have been recently. 
We quote from jobbers’ stocks, f.o.b. 
Cleveland: Miller Falls No. 145 jacks, $4.75. 
Reliable jacks, No. 1, $2.83; No. 2, $3.33, 
in lots of 12, Derf spark plugs, 96c. each 
for all sizes in lots less than 50; Champion 
X spark plugs, 45c, each for less than 100 
and 48c. each for over 100; Champion 


regular, 53c. each for less than 100, alt 
sizes 50c. each for over 100. 


Axes.—Most of the early orders have 
been placed and there is a temporary 
lull in buying. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland as follows: 
First grade, single bitted axes, handled, $16 
per doz.; unhandled, $12 per doz.; double 
bitted axes, handled, $21 per doz.; un- 
handled, $17 per doz.; second grade axes, 
single bitted, handled, $14.50 per doz.; un- 
handled, $11.50 per doz.; double bitted, 
handled, $19.50 per doz.; unhandled, $16.50 
per doz. e lowest prices are for full case 
lots. For less than full cases prices are 
50c, per doz. higher. 


Binder Twine.—There is still a mod- 
erate demand for binder twine al- 
though most country merchants have 
already placed their orders. Prices are 
unchanged. 


Cleveland jobbers quote standard and 
sisal binder twine at 10c. per Ib. for mill 
shipment and 10%4c. per |b. for stock ship- 
ment. 


Baskets.—Jobbers have commenced 
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Wire Products.—The new demand for 
wire and wire nails from jobbers and 
retailers is fairly active, especially for 
wire nails, owing to the great activity 
in the building trades. Mills are not 
very anxious to book new business very 
far ahead, as should the coal strike last 
for a considerable time they may have 
some trouble in keeping up present out- 
put, which is quite heavy. So far the 
American Steel & Wire Co. is quoting 
$2.40 base on wire nails to its regular 
customers, and this is making it some- 
what difficult for the independent mills 
to secure business at their price, which 
is $2.50 base. The mills making wire 
and wire nails are operating at present 
to about 75 per cent of capacity. Prices 
remain very firm. 


Jobbers quote from stocks, f.o.b. Pitts- 
burgh, as follows: Wire nails, $2.65 base 
per keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing nails, 
taking an advance over the price of $1.25, 
and shorter than 1 in., $1.75; bright Bes- 
semer and basic wire, $2.50 per 100 lb.; 
annealed fence wire, Nos. 6 to 9, $2.50; gal- 
vanized wire, $3; galvanized barbed wire, 
$3.25; galvanized fence staples, $3.25; 
painted barbed wire, $2.75; polished fence 
staples, $1.75; cement coated nails, per 
count keg, $2.25 to $2.35; these prices be- 
ing subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days 
net, less 3 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carloads lots, 67 
to 69% per cent for 1000-rod lots,, and 66 to 
68% per cent for small lots, f.o.b. Pitts- 
burgh. 





to take orders for baskets for fall ship- 
ment. 


Cleveland jobbers quote oak stave wooden 
baskets at $6 per doz. 


Bolts and Nuts.—Although manufac- 
turers recently advanced prices, job- 
bers are still adhering to their old 
prices and no early advances are ex- 
pected. The demand is improving. 


Jobbers quote, f.o.b. Cleveland: Large 
and small machine bolts, cut thread, 65 
and 10 per cent off list; carriage bolts, large 
and small, cut threads, 65 per cent off list; 
stove bolts, 80, 10 and 10 per cent off list. 


Brushes.—There is a very good de- 
mand for paint and varnish brushes. 
There is no change in prices. 

Fence.— The demand for fence is 
light but shipments by manufacturers 
are slow. Prices are unchanged. 


Cleveland jobbers quote field fence, f.o.b. 
Pittsburgh, at 68 per cent off list for car 
lots for mill shipment and 66 per cent off 
list for less than 1000 rods. 


Garden Hose.—A considerable share 
of the retail trade postponed buying 
garden hose as long as possible in the 
hope prices might go lower, and as a 
result jobbers are now getting a fairly 
heavy volume of orders. 

Garden Plows.—Jobbers report a 
very good demand at present for small 
hand plows for gardens. 

Garden Tools.—Jobbing houses are 
getting a large volume of pick-up 
orders for garden tools, Retailers’ 
sales are good and many are placing 
orders to fill in stocks. 

Galvanized Ware.—The demand 1s 
good and prices are steady. The price 
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advanced on galvanized sheets has 
tended to stiffen the market and there 
are no reports of price shading. 

Jobbers quote, f.o.b. Cleveland: Galvan- 
ized tubs with wringer attachment, No. 1, 
$7.25 per doz.; No. 2, $8.25 per doz.; No. 3, 
$9.25 per doz. Heavy Red Band tubs, No. 
1, $13.75 per doz; No. 2, $15.50 per "doz.: 
a 3, $17.25 per doz. Standard pails, 10- 

$2.25 per doz.; 12-qt., $2.50 per doz.; 
oe: -at., $2.75 per doz.; 16-qt., $3.40 per doz. 

Handles.—Garden tool handles are in 
good demand but there is not much 
activity in other lines. Prices are un- 
changed. 


Jobbers quote f.o.b. Cleveland: Hickory 
axe handles, single and double bitted, best 
grade, $4.75 per doz.; XXX grade, $4 per 
doz.; XX grade, $3.50 per doz.; X grade, 
2.75 per doz. No. 1 pick handles, $3.25 
per doz. Best grade, $4.75 per doz.; Ameri- 
can Fork & Hoe Co.’s wood “D’ shovel, 
spade and scoop handles, X grade, $6 per 
doz.; malleable ‘‘D’’ grade — fork and 
spading fork handles, $5 per doz.; X grade, 
long shovel spading handles, $4. 50 ~ han of 
hay and manure fork handles, X 
4-ft., $3.15 per doz.; 4%-ft., $3.60 per = 
xx " grade, 4-ft., $4. 25 per doz.; 4%-ft., 
$4.60 per doz. 


Ice Cream Freezers.—Ice cream 
freezers are among the best selling 
lines at present. This spring sales 
have been quite heavy. 


Cleveland jobbers quote freezers as fol- 
lows: Lightning, 2- —_ at $2.50 each; 3-qt. 
at $3 each; 4-qt. at $3.50 each; 6-qt. at 
$4.50 each; White e+ of 2-qt., $3; 3-qat., 
$3.50; 4-qt., $4.25; 6-qt.. $5.25; galvanized 
freezers, 2- -at., $12 per doz. 


Ice Skates.—Very few orders for ice 
skates for next fall shipment have been 
placed, the general attitude of the re- 
tail trade being to postpone buying. 

Jobbers quote Union Hardware Co. hockey 
skates as follows: No. 9 hockey, $1.90 pair; 
No. 42414, $1.25 pair; No. 92414, $2.30 pair; 


No. 424%, —: $1.50 pair; No. .924% 
ladies’, $2.75 pair. 


Lawn Mowers.—The demand for 
lawn mowers at present is quite lively. 
Many retailers deferred buying until 
their trade in this line began to pick up. 

Lead Pipe.—A price advance of fifty 
cents per 100 Ibs. has been made on 
lead pipe which is now quoted by job- 
bers at $8.25 per 100 Ibs. for full coils. 


Nails and Wire.—The demand is 
steady and prices are unchanged with 
no indication of an early advance. 

Cleveland jobbers quote as _ follows: 
Nails, less than car lots, stock shipment, 
$2.75 per keg; same for mill shipment, 
$2.60; car lots, mill shipment, $2.50; No. 9 
annealed wire, $2.50 per 100 lb.; No. 9 
galvanized wire, $3 per 100 lb.; cement 
coated nails, $2.25 per 100 Ib. 

Oil Cook Stoves—Country mer- 


chants are placing orders in good vol- 





Office of HARDWARE AGE, 
3725 Colfax Avenue South, 
Minneapolis, Minn., May 13. 


ETAIL sales of hardware continue 
to show a steady gain as the 
spring season gets under way. The 
large amount of construction work in 
progress is of material assistance to 
the hardware trade and is resulting in 
increased sales in practically every de- 
partment of the retail hardware store. 
Jobbers report that dealers are now 
ordering a little more freely, although 
no large orders are being received for 
any one item. 
Manufacturing conditions are stead- 
ily, if slowly, on the mend. 
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ume for oil cook stoves. In many cases 
retailers bought these stoves some time 
ago but are now adding to their stocks. 


Jobbers quote oil cook stoves, f.o.b. Cleve- 
land, as follows: Harvard, 2-burner, $10.85; 
3-burner, $14.25; 4-burner, $18.20. Cabinet 


pip pe, 2-burner, $14.35; 
4-burner, $24.20. 


Ornamental Fencing.—This is in 
good demand and deliveries are rather 
slow. 

Cleveland jobbers quote ornamental fenc- 


ing at 55 per cent off list for both stock 
or mill shipment, 


Paints and Varnishes.—The demand 
for practically all lines has improved. 
Both linseed oil and turpentine have 
advanced sharply. With these advances 
the mixed paint market is very firm. 


Cleveland jobbers quote best grade mixed 
paints at $2.60 per gal. for colors and $2.75 
for white; linseed oil, $1.03 per gal. for raw 
oil and $1.05 for boiled oil; turpentine, 
$1.03 per gal. for barrel lots; white lead, 
12%c. per lb. for 100-lb. kegs and less than 
500-lb, boxes. 


Poultry Netting and Wire Cloth— 
There is a moderate demand for wire 
cloth but the poultry netting season is 
pretty much over. Prices are un- 
changed. 


Jobbers quote as follows for mill ship- 
ment or for shipment from stocks, f.o.b. 
Cleveland: Poultry netting, galvanized after 
weaving, 50 and 5 per cent discount; black 
wire cloth, 12 mesh, $1.90 to $1.95 per 100 
sq. ft.; galvanized, $2.40 per 100 sq. ft.; 
er wire cioth, 14 mesh, $6.75 per 100 
sq. ft. 


Rope.—The demand has quieted down 
as most retailers have laid in their 
spring stocks. Prices are unchanged. 


Cleveland jobbers quote manila rope at 
17%c. per lb. for mill shipment and 18%4c. 
per lb. for shipment from stock; best 
quality sisal rope, 15c. per lb, for mill 
shipment. 


Refrigerators.—Two leading manu- 
facturers have advised the jobbing 
trade that there will probably be a 
shortage of over 50,000 refrigerators 
this year. One maker has informed the 
trade that he will be unable to take on 
any further orders for seven of the 
best selling numbers for this year’s 
delivery. Another stated that his plant 
will not be in a position to manufacture 
certain popular numbers for a long 
time. Manufacturers’ stock lists are 
extremely low. Retailers are placing 
orders in good volume but many will 
be disappointed with deliveries. 


Radio Apparatus.—Sales are fairly 
heavy but certain lines of equipment 
are still very scarce, particularly head 


TWIN CITIES 


Credits and collections are improving 
rapidly. 

Prices are stiffening all along the 
line and several increases are noted. 
This is probably only temporary or 
until the coal strike is settled. 

Builders’ Hardware.’—Builders’ hard- 
ware sales are reaching a large and 
satisfactory volume and are increasing 
daily. An unusually large volume of 
builders’ hardware business is expected, 
with a possibility of a shortage of goods 
in some lines. 

Axes.—There continues to be some 
improvement in sales, but the total vol- 
ume is small. Prices remain firm. 

We quote from jobbers’ stocks, f.o.b. 


3-burner, $18.50; 
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sets, vacuum tubes and such items as 
condensors and dials. 


Sporting Goods.—There is still an 
acute shortage in baseball goods so 
that deliveries are very scarce. There 
is also a scarcity of cheaper grades of 
tennis rackets. Sales have been good 
in most lines outside of bicycles which 
so far have moved only in a very 
limited volume. 


Stove Pipe and Elbows.—The demand 
is fair, sales being made in a larger 
volume than at this time a year ago. 
Prices are holding at the recent ad- 
vance. 


Cleveland jobbers quote 6-in. 28 gage 
stove pipe for mill shipment at $3 per crate; 
same for stock shipment, $3.30 per crate, 
and crimped elbows at $1.14 per crate for 
mill shipment and $1.35 per crate for stock 
shipment. 


Shovels.—The recent price decline 
has stimulated the demand considerably 
and orders are fairly plentiful. 


Jobbers quote f.o.b. Cleveland as follows: 
No. 2 size shovels, 4th grade, $9.25 per doz.: 
2nd grade, $11 per doz.; Ist grade, $14.50 


per doz. 

Screws.—Prices on machine screws 
have been advanced about 25 per cent. 
Jobbers quote No. 2 and No. 3 machine 
screws at 70 per cent off list for steel 
and 65 per cent off list for brass; No. 4 
and larger, 75 and 5 per cent off list 
for steel and 70 per cent off list for 
brass. 

Jobbers quote wood screws as follows, 
f.o.b. Cleveland: Flat head bright, 82%-10 
and 5 per cent off list; round head blued, 
80-10 and 10 per cent off list; round head 
nickeled, 70-10 and 5 per cent off list: 
+ ga head brass, 75-10 and 5 per cent off 
1s 

Screen Doors and Windows.—These 
items show an increased activity owing 
to the placing of orders by many re- 
tailers who deferred buying. 

Steel Sheets. — Jobbers’ prices have 
been advanced following the recent ad- 
vance in mill prices. 

Cleveland jobbers quote sheets at $3.90 
for No. 28 black and 5c. for No. 28 gal- 
vanized., 

Wood Tackle Blocks.—Wood tackle 
blocks have declined 10 per cent. 


Cleveland jobbers quote 6-in. single 
tackle blocks at 60c. each; 6-in. double at 
$1 each; 6-in. triple at $1.50 each. 


Washing Machines.—A marked gain 
has been made in sales of electric wash- 
ing machines and the volume of busi- 
ness is now very satisfactory. 








Twin Cities: Single bit axes, $11.50; dou- 
ble bit, $16.50 per doz., base weights. 
Bolts.—Demand for bolts continue to 
increase steadily, There has been a 
further increase in prices quoted. 


We quote from jobbers’ stocks, f.o.b 
Twin Cities: Small carriage —_— 60 per 


cent: large carriage bolts, 50-5 per cent; 
small machine bolts, 60-10 per “cent: large 
machine ‘bolts, 60 per cent; stove bolts, 75- 
10 per cent; lag screws, 60-5 per cent. 


Brads.—A very satisfactory volume 
of business is now being obtained in 
this line. Prices remain unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads, in standard packages, 
75 per cent from list. 

Churns.—While the amount of busi- 
ness is not large, sales are showing 








shai 




















78 


some improvement. Prices are firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Barrel type churns, 40-5 per 
cent from list. 


Eaves Trough, Conductor Pipe and 
Elbows.—There is at present a good 
volume of business being obtained on 
this line, and sales are expected to in- 
crease steadily from now until fall. 
Prices remain firm as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Eaves trough, 28 gal., 5 in., 
lap joint, single bead, $4.50 per 100 ft.; 
3-in. conductor pipe, corrugated, $4.50 per 
i” ft.; elbows, 3-in. corrugated, $1.55. per 

OZ. 


Files——Sales of files are now quite 
satisfactory. Jobbers’ stocks are in 
good condition, It is probable that 
changing steel prices may soon effect 
files, although no changes have been 
reported as yet. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 60-5 per cent; 
Arcade files, 70-2% per cent; Disston files, 
70-10 per cent. 


Galvanized Ware.—Sales are steadily 
improving, but have not as yet reached 
a very large volume. Prices remain 
the same. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1, $6.10 
per doz.; No. 2, $6.85; No. 3, $8; heavy 
galvanized, No. 1, $12; No. 2, $13; No. 3, 
$15; Standardized 10-qt. ppbsontees pails, 
$2.15; 12-qt., $2.35; 14-qt., $2.70; 16-qt. stock 
pails, heavy, $6; 18-qt., $7.35. 


Glass and Putty.—Sales of glass and 
putty are of about the usual volume for 
this season of the year. Prices remain 
as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single strength glass, 84 per 
cent; double strength glass, 85 per cent. 
Putty in 50-lb. drums, $4.40 per cwt.; 25-Ib. 
drums, $4.55 per cwt. 


Hose.—Increased demand for garden 
hose is now noted, although the total 
sales have not reached excessive vol- 
ume as yet. Prices remain as last 
quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Five-ply, 3.4-in., 11%c. per 
ft.; 3-ply, competition hose, 9%4c. per ft. 


Ice Cream Freezers—Some demand 
is now beginning to develop. Prices 
show no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade, wooden tub, 4 
quart, $4.13 each; 6 quart, $6.75 each. 


Lawn Mowers.—Sales are rapidly im- 
proving, but it is a little early for any 
real volume to develop. Prices remain 
as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best standard grades from 
25 to 30 per cent from lists; medium grade, 
ball-bearing, from $8.35 to $9.50 each. 


Milk Cans.—The demand for milk 


Chase, Parker & Co. Adds to 
Personnel 


J. J. Kirby, formerly associated with 
the Fairbanks Co., and more recently 
with a Boston belting concern; Howard 
G. Worrell, formerly with the Parker 
Bros. Iron Co. and the Bayonne Bolt 
Co., E. A. Stone and A. J. Reasoner, 
formerly associated with the G. R. 
Armstrong Co., Boston, have joined the 
sales organization of Chase, Parker & 
Co., Boston, hardware and mill sup- 
plies, 
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cans is rapidly improving and a satis- 
factory volume of business is being 
obtained by the country dealers. Prices 
continue firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Railroad milk cans, 5 gallon, 
33 each; 8 gallon, $2.80 each, 10 gallon, 
2.95 each. 


Nails.—There is a very heavy de- 
mand for wire nails. As indicated in 
last report, there has now been an ad- 
vance of 10 cents per cwt. on smooth 
wire nails. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: , Standard wire nails, $3,45 
base; cement coated nails, $2.80 base. 


Paper.—Builders’ papers are now 
meeting with a very heavy and steady 
demand. Prices remain unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: No. 2 tarred felt, $2.57 per 
cwt.; string felt, $1.42 per cwt.; red rosin 
sheathing, $2.19 per cwt. 


Planters.—A fair volume of business 
is now being received in planters. No 
price changes have been recorded. 

We quote from jobbers’ stocks, f.o.b. 


Twin Cities: Acme potato planters, $9.75; 
Acme corn planters, $9.75. 


Poultry Netting.—There is now a 
very heavy demand for poultry netting, 
which is expected to continue for sev- 


eral weeks. Prices remain stationary. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Hexagon poultry netting, 55 
per cent from standard lists. 


Rope.—Demand tor rope is considered 
to be very satisfactory. Prices remain 
as last quoted. 

We quote from jobbers’ stocks, f.o0.b. 


Twin Cities: Pure manila rope, 19%c. per 
lb.; pure sisal rope, 16%4c. per Ib. 


Sandpaper.—There is a very good 
volume of business being obtained from 
sales of sandpaper, Prices show no 


change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade No. 1, at $7.20 
per ream; second grade, No. 1, at $6.50 per 
ream; No. 1 garnet paper, $15 per ream. 


Sash Cord.—Sales for both immediate 
and future delivery are now considered 
very good. Prices remain as for some 
time past. 

We quote from jobbers’ stocks. f.o.b. 


Twin Cities: Best grades, 65c. per Ib.; or- 
dinary grades, 36c. per Ib. 


Sash Weights.—The volume of busi- 
ness in sash weights is considered to be 
quite satisfactory for this period of the 


building season. Prices are firm. 
We quote from jobbers’ stocks, f.o.b. 
Twin Cities: $2 per cwt. 


Screen Doors and Window Screens.— 
Some demand is now beginning to de- 
velop and a good volume of business 
is expected. Prices remain as first an- 
nounced. 





Flagg with Butts & Ordway Co. 


Clyde R. Flagg, formerly associated 
with the Carr Fastener Co., Cambridge, 
Mass., has joined the sales force of 
Butts & Ordway Co., 33 Purchase St., 
Boston, heavy hardware. 


John T. Chase in Europe 


John T. Chase, treasurer Chase, 
Parker & Co., Boston, hardware and 
mill supplies, is in Europe on an ex- 
tended pleasure trip. 
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Screws.—Sales of screws continue to 
show a steady improvement. There 
has been no further change since in- 
crease noted in last report. 

\.e quote from jobbers’ stocks, f.o.b. 
Twin ities: Flat head bright screws, 
8244-10 per cent; round head blued screws, 
80-5 per cent; flat head japanned screws, 
75-5 per cent; flat head brass screws, 75- 
10-5 per cent; round head brass screws, 
75-5 per cent. 

Solder.—Sales of solder are of fair 
volume. Prices have fluctuated some- 
what lately, and have been reduced to 
those of two weeks ago. 


We quote from jobbers’ stocks, f.ob. 
Twin Cities: Half and half solder, 23 
cents per lb. 


Steel Sheets—Demand is showing a 
slight improvement. The probable in- 
crease in price referred to in the last 
report has now been put into effect. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 28-gage galvanized sheets, 
$5.50 io cwt.; 28-gage black sheets, $4.50 
per cwt. 


Tacks.—A somewhat better .demand 
for tacks is noted. Prices remain firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: American cut, 8 oz., 60c per 
dozen packages; Tinned carpet, 8 0z., 65c.; 
eee See, 8 0z., 60c.; double pointed, 11 
0z., 32c. 


Tin Plate.—There is a fairly satisfac- 
tory demand for tin plate. There is a 
decline in prices reported. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Furnace coke, ICL 20x 28, 
$13.60 roofing tin, IC 20x 28, 8 lb. coating, 


Wheelbarrows.—Demand for wheel- 
barrows continues to show a steady 
gain, and a very satisfactory volume 
of business is being obtained. Prices 


are firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood stave, fully bolted, $36 
per doz.; No. 1 tubular steel, $6.35 each; 
No. 1 garden barrow, $5.40 each. 


Wire Cloth.—There is a very active 
demand for wire cloth at this time. 
Possibility of shortage in some local- 
ities is reported. Prices remain un- 
changed. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Black, 12x12 mesh, $2.10 per 
100 square feet; galvanized, $2.40 per 100 
square feet. 


Wire.—Wire is now receiving a very 
good demand, and a satisfactory vol- 
ume of business is being done. Along 
with other increase in heavy steel items 
there has been an increase in prices 
quoted on wire. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Barbed wire, 80 rod spools, 
painted cattle, $2.95; galvanized cattle, 
$3.34; painted hog wire, $3.16; galvanized 
hog wire, $3.58; smooth black annealed No. 
9, $3.30 per cwt.; smooth galvanized an- 
nealed No. 9, $3.80 per cwt. 


New Cleveland Distributor for 
McDougall-Butler Co. 


The McDougall-Butler Co., Inc., of 
Buffalo, N .Y., has established a new 
wholesale distributing agent in Cleve- 
land, Ohio, the Pearl Paint & Stove 
Co., 1779 West Twenty-fifth Street. 
The Pearl Paint & Stove Co. is under 
the management of C. A. Vanden, who 
has served in the paint and varnish 
field for a number of years, gaining 
valuable experience in the paint and 
varnish jobbing business. 
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Think of the time 
these garage sets will save you 





MCKINNEY 
Hinges and Butts 
and Hardware 


Also door hangers and 
track, door bolts and 
latches, shelf-brackets, 
window and screen hard- 
ware, cabinet ‘hardware, 
steel door mats and 
wrought specialties, 





ELLING a man a complete set of 

McKinney Garage Door Hardware 
is as simple and quick an operation as 
selling him a hammer or a screw driver 
—no matter how elaborate the doors 
of his garage are going to be. 

As soon as he explains to you what 
kind of a door he is going to have for 
his garage, you hand him the box con- 
taining the McKinney Garage Door 
Hardware Set which will enable him to 
hang and operate that kind of a door. 

You don’t have to spend a lot of time 
thinking about what hardware he will 
need, nor trot all over the store as- 
sembling it. You don’t have to figure 
up prices, you don’t have to wrap any- 


thing up. You don’t undergo any mental 
agonies worrying about whether you for- 
got something. Everything needed is in 
the McKinney Box—from track to 
screws. And every article is the highest 
grade hardware— McKinney made. 

If your customer isn’t sure just what 
kind of a door he wants, your McKinney 
Garage Door Book will come in mighty 
helpful to both of you. It shows pic- 
tures and working plans of all kinds of 
garage doors, together with the special 
box of McKinney Hardware which goes 
with each door. Write us for this book. 
When it comes, fasten it to your counter 
where it will actually help you sell 
garage sets. 


MCKINNEY 


Complete Garage Door Sets 


McKINNEY MANUFACTURING COMPANY, Pittsburgh 


Western Office, Wrigley Bldg., Chicago 


Export Representation 
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Putting Pep Into Price Maintenance Issue 
Booksellers Get Behind Stevens - Kelly Bill— 


Bureau of Markets Investigates “Self Service” 


Stores—Big Budget Savings 


WASHINGTON, May 15, 1922. 


[te campaign to secure legisla- 


tion legalizing reasonable price 

maintenance received a big boost 
during the past week when the Ameri- 
ean Booksellers’ Association, in annual 
convention in this city, had a heart-to- 
heart talk with Representative Clyde 
Kelly, sponsor of the Stevens-Kelly 
price maintenance bill now pending in 
Congress and gave a rousing endorse- 
ment to the measure. The convention 
was held under the eaves of the Capitol 
and many members of the association 
journeyed up to the House of Repreen- 
tatives and urged members of the Com- 
mittee on Interstate and Foreign Com- 
merce to give early consideration to 
the pending bill. 

Representative Kelly availed himself 
of the occasion to do a little mission- 
ary work in the interest of the price 
maintenance bill. An important fea- 
ture of the measure, he declared, was 
its adaptability to every industry pro- 
ducing standard articles. He also as- 
serted with much emphasis that every 
branch of industry, including manu- 
facturers, wholesalers and retailers, 
would benefit as the result of the en- 
actment of legislation making it lawful 
for the producer to fix the -price at 
which his goods are to be sold. 


Would Prevent Profiteering 


Mr. Kelly pointed out that the pend- 
ing bill was fully safeguarded to pre- 
vent profiteering or any form of ex- 
tortion. The bill gives the Federal 


By W. L. CROUNSE 


Trade Commission jurisdiction to hear 
complaints concerning unfair prices 
and to compel manufacturers who elect 
to take advantage of the proposed law 
to establish and maintain reasonable 
price lists. 

Mr. Kelly warned his hearers that 
there would be opposition to the bill 
from interests that favor and practice 
price cutting, but he said that Congress 
was beginning to understand the main- 
spring of all attacks on the bill. Re- 
ferring to the character of’ commercial 
organizations that have endorsed the 
Stevens-Kelly measure, he expressed 
confidence that both the House and 
Senate would find little difficulty in de- 
termining the motives of both the 
friends and the foes of price main- 
tenance. 

Referring to recent decisions of the 
courts, holding certain price mainte- 
nance systems to be illegal in view of 
the present state of the federal laws, 
Mr. Kelly said that these rulings only 
served to emphasize the necessity for 
prompt legislation to clear up a big 
twilight zone of uncertainty. Without 
such legislation, he said, manufactur- 
ers and dealers alike feared to exercise 
the rights which they undoubtedly 
possess because in several notable cases 
it has. been pointed out by the courts 
that a producer may at the same time 
possess the right to fix the resale prices 
of his products and still run counter 
to the law because of certain details of 
the system he adopts to exercise such 
right. 

The discussion of the Clyde Kelly bill 
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at the Booksellers’ convention developed 
the fact that there is strong sentiment 
in many lines of trade in favor of 
prompt action on the pending bill. Cer- 
tain opponents of the measure have 
recently insisted that because of pre- 
vailing conditions and the general 
downward tendency of prices, the pres- 
ent is no time to talk price mainte- 
nance. 

The booksellers take sharp issue with 
this proposition and have expressed 
their views, giving hearty endorsement 
to a memorandum on the subject pre- 
pared by the association’s national 
board of trade in part as follows: 

“This is a big economic question and 
has much to do with the prosperity of 
the people of the United States. It 
cannot be called a problem. The whole 
matter is exceedingly simply and easily 
understood. The case may be stated 
as ‘Standardization of Price’ vs. ‘The 
Fixed Price.’ 


Same Price for Same Article Every- 
where 


“The aim and purpose of the “Stand- 
ardization of Price’ is the same price 
for the same article to all the public. 
‘The Fixed Price’ is an arbitrary cut 
price for a given article, sold only to a 
few of the public who buy of that par- 
ticular price cutter. The former is 
known as ‘Fair Trading for Buyer and 
Seller,’ the latter as ‘Predatory Price 
Cutting,’ an injury to the producer and 
ultimate wrong to the buyer. 

“The advocates of ‘The Standardiza- 












May 18, 1922 


HARDWARE AGE 





81 














IS RIVETED-NOT BOLTED 





Oe ne tote a ee oe . 


ee 

















CONTRACTOR—HOME—INDUSTRIAL 


THERE IS A SUITABLE “STERLING” FOR EACH 





Service 


Immediate deliveries 
from warehouse stocks 
at Miiwaukee, New 
York, Cleveland, Chi- 
cago, Detroit and St. 
Louis, with a sales or- 
ganization at each 
point, ready to help 
you, spells Sterling 
Service. 


F’ you knew that Sterling Barrows could be car- 
ried in your stock at a lower handling cost than 
barrows not so standardized you would be inter- 
ested. If you knew that with 15 separate compo- 
nent parts in your stock you could assemble over 
15 separate and distinct types of Sterling Wheel- 
barrows you would soon see added profits. You 
would then begin to figure your savings in terms 
of warehouse space and handling costs, rather than 
in terms of price. 


By the process of standardization Sterling Bar- 
rows are cheapest and best. 
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tion of Price’ are the many thousands 
of producers who by their inventive 
genius, hard work, years of toil and 
anxiety, great risk of money, have of- 
fered to the’ people of the whole coun- 
try an article at a fair and reasonable 
price that the public may care for— 
but do not have to buy. 

“The advocates of ‘The Fixed Price,’ 
more popularly known as ‘price cut- 
ters,’ take no risk whatever as pro- 
ducers, but for well-known reasons 
they lay in wait for the successful pro- 
ducer. They cut the producer’s price 
for one of their own making, for the 
benefit of a few of the public who trade 
with them, to the incalculable harm of 
the producer. They defy anyone to sell 
at their price or below, with threat of 
a price war to restrain them. 


All Trade is Imperiled 


“In short, the disastrous economic 
results of this predatory price cutting 
of the standardized price the country 
over is so great that it can be only 
hinted at here. Any of your intelligent 
class of readers can follow the logical 
conclusions judging by facts. Every 
class of trade is imperiled. 

“Now consider that every producing 
interest of the country, and every sell- 
ing merchant of the country, and their 
millions of employees and their fam- 
ilies are dependent on the successful 
issue of their enterprises—which of the 
two, ‘the producer’ or ‘the price cutter,’ 
is most vital to the economic interests 
of the people of the United States? 

“The correcting of an evil, of a 
wrong, of the depredation of the weak, 
by the strong, of piracy, of false pre- 
tenses, of dishonest trading by producer 
or price cutter, that is harmful to the 
great masses of our people, is a ques- 
tion of the day, of the hour, not one 
of opportunity or expediency. It is not 
a question of ‘high price,’ but of ‘hon- 
est trading.’ Prices will take care of 
themselves.” 


Canada Torn Up Over Same Issue 


Canada is going through an extraor- 
dinary experience with respect to price 
maintenance according to _ reports 
reaching the State and Commerce de- 
partments. A sensation that jolted all 
the business men of the Dominion was 
recently produced by the introduction 
in the Ontario legislature of a bill pre- 
pared by the Provincial Attorney Gen- 
eral to prevent the fixing of resale 
prices by manufacturers and whole- 
salers. 

A storm of protests followed the in- 
troduction of the bill, and as a result 
the Attorney General has intimated 
that it will not be urged at the present 
time but will be referred to a special 
committee who will give it careful con- 
sideration. The committee will meet 
after the present session of the legis- 
lature has adjourned and will hear 
deputations and individuals who are 
interested for or against the proposed 
legislation. 

A hard fight against this bill is be- 
ing planned by the Retail Merchants’ 


HARDWARE AGE 


Association of Canada. This organiza- 
tion will have the co-operation of job- 
bers and manufacturers who are op- 
posed to _ legislation that would 
hamper commerce and that is designed 
for the throttling of trade combina- 
tions which, it is declared, do not exist. 

Under the Attorney General’s bill, 
manufacturers would be prohibited not 
only from attempting to maintain re- 
sale prices but from placing price 


marks on their products. In this con- 
nection the secretary of the Retail 
Merchants’ Association is quoted as 
saying: 


Merchants Will Fight 


“When Attorney General Raney an- 
nounced that he had introduced legis- 
lation to prevent the manufacturers 
from placing retail prices on their 
goods to the wholesale and retail trade 
we wired to arrange an appointment 
with Mr. Raney to point out the great 
injustice a measure of that sort would 
be to commerce. The retail merchants 
of this country are strongly opposed to 
combines which are for the purpose of 
injuring the public, and if any such 
exist they should be put out of busi- 
ness immediately. But to put a rule 
around the neck of every little retail 
merchant, manufacturer and _ whole- 
saler in Ontario, simply because some 
person not acquainted with commerce 
may think a combine exists, is both un- 
just and foolish. 

“If the proposed measure is of the 
character contemplated it will be op- 
posed with all the force the retail mer- 
chants of Ontario and the Dominion 
Board can bring to bear on it.” 

Commercial organizations through- 
out the Dominion are taking steps to 
oppose the Raney bill. Numerous spe- 
cial committees to deal with the matter 
have been appointed and the legislative 
hearings promise to occupy a large 
part of the coming recess., It is pre- 
dicted in some quarters that the agita- 
tion by the Attorney General will serve 
as a boomerang, and that legislation 
specifically legalizing price mainte- 
nance rather than restricting it may 
be the outcome of the present agita- 
tion, 


Government Examines “Self Service” 


Stores 


Uncle Sam has just completed a 
study of the so-called “self-service” 
type of retail store. Chains of these 
stores, chiefly in the grocery trade, 
have recently been established through- 
out the United States and have at- 
tracted the attention of experts of the 
Bureau of Markets of the Depaxtment 
of Agriculture. 

The two investigators who have 
made the survey have united in a fairly 
elaborate report in which the conclu- 
sion is stated that self-service in the 
distribution of food products “is oper- 
ating successfully, wherever the prin- 
ciple has been intelligently operated 
and where the operations are in the 
hands of particularly well qualified 
operators.” In summing up the re- 
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sults of the investigation, the report 
says: 

“Self-service stores owe their exist- 
ence to the fact that by eliminating a 
large part of the salary expense, as 
compared with the ordinary service 
stores, the cost of operation can be re- 
duced under favorable conditions, mak- 
ing it possible to sell goods of a given 
quality at lower prices. 


Advantages of System 


“Where economic conditions justify 
the existence of a self-service store, 
its advantages over ordinary service 
stores are: 

“Relatively low operating expenses. 
Smaller investment in proportion to 
size of business. 

“Greater ease of filling employment 
needs. 

“Greater satisfaction to the average 
customer. 

“Possibility of educating customers 
through display. 

“The disadvantages of self-service 
are: 

“It is not applicable to all consumers, 
but only to those willing to dispense 
with certain service for the sake of 
lower prices. 

“Certain goods cannot be ‘pushed’ as 
when salesmen are employed. 

“The possibilities of thievery are 
greater, though the investigations of 
the Bureau of Markets indicate that 
thievery is not responsible for any con- 
siderable losses. 


Considerations to Be Observed 


“The important general considera- 
tions in the establishment and opera- 
tions of self-service stores are: 

“Proper location. 


“Convenient arrangement of the 
store and display of goods. 
“Intelligent buying, grading and 


pricing. 

“Self-service may be satisfactorily 
applied to the retailing of nearly all 
perishable farm products except fresh 
meats, but modifications of the usual 
methods are necessary in the cases of 
some such products. 

“Careful accounting is necessary in 
operation of a store under self-service. 
This is true not only because of the 
methods of merchandising peculiar to 
self-service, but also because self-serv- 
ice usually implies operation on a very 
narrow margin of profit, and where 
margins are narrow under any system 
it is important that managers be able 
to follow costs of operations, volume of 
business and rapidity of turnover very 
closely. 


Some Stores Are Very Successful 


“Data, as well as general ideas as to 
the practicability of self-service, have 
been gathered from numerous self- 
service stores located in nearly every 
section of the country. Some of these 
stores have been very successful and 
have applied the principles of self- 
service to their business intelligently, 
while others are operating on almost 
the same basis as when on the service 
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Trade Mark 


TACKS and TAXES 





MR. RETAILER: 


When your jobber buys an inferior article 
he is generally aware of its inferiority and there- 
fore it must be reflected in the price. 


If you don’t specify the brand or quality, 
he gets the price advantage and you either 


cheat yourself or your customers. YOU PAY 
A NEGLIGENCE TAX. 


What do you gainPp 


Compare Atlas products with those of other 


makers and you will often find a difference of. 


from 10 to 40% in weight or count in their favor 
and they always represent the highest standard 
of excellence. 


Always, “The Greatest Quantity of Quality 
at the Price.” 


Make the Comparison 


ATLAS TACK CORPORATION 


Fairhaven, Mass., and Cleveland, Ohio 
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plan, except for a mere changing of the 
physical arrangement of the stores. 

“Some operators who tried self- 
service have gone back to the service 
plan, asserting that self-service was not 
a success. It was usually found that 
in those cases the results of the opera- 
tion showed a lack of knowledge of the 
fundamentals of self-service. Some 
failures were due to the poor location 
of the stores, the operators believing 
self-service could be made a_ success 
in ordinary ‘neighborhood’ store loca- 
tions.” 

The investigators of the Bureau of 
Markets have paid special attention to 
the elements of saving in the self- 
service stores. Concerning the com- 
parative cost of operating the cash-and- 
carry system, the report says: 


Some Interesting Comparisons 


“If a good sales clerk is paid - $25 
per week, a stockman or checker $20 
per week, and a cashier $15, which 
fairly represents the difference in wages 
paid these classes, the weekly wage ex- 
pense, with the store doing $500 per 
day, would be $75 under self-service 
and $160 under cash and carry, or a 
saving of 53 per cent by self-service. If 
the stores were doing a business of 
$1,000 a day, the wage cost under seilf- 
service would be $130 and under cash 
and carry $320, or a saving of 68 per 
cent in favor of self-service. 

“The average expense for wages of 
salesmen in the cash and carry store 
doing a business of $6,000 a week would 
be, therefore, between 5 and 6 per cent 
of the total sales. The self-service 
store, with a like volume of business 
and the weekly wages referred to would 
operate on a wage expense of between 
2 and 3 per cent of total sales. 

“As perhaps twice the amount of 
business can be done under self-service 
with practically the same capital in- 
vestment and floor space, the same per- 
centage of net profit on sales is not nec- 
essary under this plan, as compared 
with the cash and carry or credit and 
delivery in order to return to the op- 
erator a reasonable profit on his invest- 
ment. So many factors, such as loca- 
tion, type of trade, trend of business 
conditions, enter into the volume of 
business of a given store that definite 
proof cannot be obtained.” 


No Monopoly of System 


Attention is called in the report to 
the erroneous impression that the right 
to operate a self-service store is a mo- 
nopoly cvntrolled in some way by con- 
cerns already in the field. This im- 
pression, the report says, is entirely 
fallacious, although one corporation op- 
erating a chain that aggregates a very 
large number of stores holds certain 
patents covering floor plans and inte- 
rior arrangements. Nothing else about 


the system is either patented or pat- 
entable. 

’ In conclusion, the report declares that 
there is probably no one method of dis- 
tribution which from some angle does 
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not fall short in supplying fully and to 
the best possible advantage all the de- 
mands that are made by customers. 
Self-service is no exception. 

“There is and doubtless will be,” con- 
cludes the report, “‘a large group, per- 
haps even a majority, who will demand 
service of some kind. All service costs 
the consumer something, whether the 
cost is included in the price of the mer- 
chandise or whether it is an additional 
charge. 

“There will always be people who are 
willing to pay for service, whether they 
need it or not, and also people to whom 
such service is a necessity. This must 
be fully understood and appreciated, as 
self-service should not be considered a 
panacea but merely a method by which 
a certain class of people may be sup- 
plied.” 

The Bureau’s investigation makes it 
clear that the more carefully self-ser- 
vice and chain stores are investigated, 
the more obvious becomes the fact that 
nothing takes the place of individual 
ownership and interest supplemented by 
intelligent salesmanship. 


Big Saving to Taxpayers 


Taxpayers should all rejoice over the 
splendid showing made in the first an- 
nual report of General “Hell-and- 
Maria” Dawes, Director of the Budget, 
which foreshadows a saving of more 
than $1,600,000,000 in the expenditures 
for the fiscal year ending June 30 next, 
as compared with 1921. The cost of 
running the government for the current 
fiscal year will total approximately $3,- 
922,000,000, a very large sum but a 
drastic reduction in the outlay for last 
year. 

General Dawes reports that all the 
departments are co-operating heartily 
in the effort to save the taxpayers’ 
money. This spirit, he declares, re- 
flects interesting possibilities in the way 
of reducing the cost of routine govern- 
ment business. / 

He expresses the opinion that Con- 
gress will find the operation of the 
newly adopted methods to be highly 
gratifying, not only in having brought 
about reductions in expenditures but 
in revealing the possibilities of large 
savings through still more efficient 
methods in the future, “thus conveying 
to the people the determination of those 
in authority to operate the government 
effectively at the least possible cost. to 
make the government’s full contribu- 
tion to a return to the normal ways of 
peace and ultimately lifting the exces- 
sive burden of taxation.” 


Government Like Private Business 


The Budget Director declares it is 
a fallacy to assume that the business 
of the government can be successfully 
administered under a different set of 
principles than private business. This 
fallacy has already cost the taxpayers 
too dearly to make it necessary to fur- 
nish any proofs as to the accuracy of 
this statement. 


In private business, the Director 
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says, a fixed appropriation is always 
considered as the maximum of the 
money to be spent, while heretofore in 
the government departments, an appro- 
priation has been treated as a minimum 
with the understanding that any deficit 
incurred might easily be covered by sup- 
plementary appropriations at the end of 
the year. 

General Dawes, who came to Wash- 
ington merely to put the budget system 
into operation, will retire as Director 
on June 30 next. He will be succeeded 
by Brig. Gen. Lord, an experienced of- 
ficer of the Paymaster General’s office 
of the War Department, who made an 
exceedingly fine record in handling the 
finances of the department throughout 
the period of the war, 


Big Increase in Building 


Measured by the number of building 
permits issued during the year in the 
cities reporting, there was 32 per cent 
more building done in the United States 
in 1921 than in 1920. This includes new 
buildings, both residential and non- 
residential, and alterations and repairs, 
but does not include permits for the 
installation of signs, awnings and other 
things of like character, for which some 
of the cities require permits. 

The U. S. Department of Labor 
through the Bureau of Labor Statistics 
a year ago collected figures for 1920, 
and early this year began the collection 
of like data for the calendar year 1921. 
Thus far data for both years are avail- 
able for 140 cities. Reports are yet 
expected from other cities. Preliminary 
incomplete figures for 1921 appear in 
the April Monthly Labor Review. 


Cut in Cost of Building Material 


There was a decrease of 38 per cent 
in the wholesale prices of building ma- 
terial between the averages for 1920 and 
1921. Between May, 1920, and May, 
1921, there was an increase of 1% per 
cent in building trade wage vates per 
hour. The estimated total eost of build- 
ing construction covered by permits is- 
sued in 1921 was 17 per cent over the 
cost covered by permits issued in 1920, 
due to the increase in the number of 
permits. 

The per cent of increase in the num- 
ber of building permits issued in 1921 
over 1920 in the 140 cities by class of 
buildings was as follows: 


One-family dwellings .......... 71% 
Two-family dwellings ......... 211% 
One-family and two-family dwell- 

ings with stores combined ... 290% 
Multi-family dwellings (apart- 

ments and tenement houses in- 

cluding those having stores 

combined therewith) ......... 201% 
Other _ residential buildings 

(hotels, clubs, etc.) .......... 24% 
Non-residential buildings ¢stores, 

factories, garages, churches, 

REE Re Sete ee 30% 
Additions, alterations and repairs 

on both residential and non- 

residential buildings ......... 15% 
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Wickwire Spencer Steel Corporation 


WORCESTER, MASS. | BUFFALO, NEW YORK 
BOSTON * NEW YORK - PHILADELPHIA - DETROIT- CHICAGO- TULSA SAN FRANCISCO 


Wire Goods for the discriminating 
hardware trade. 





This heavy line, carefully 
designed and finished, will 
meet the requirements of ! 


the most exacting buyer. 
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Smith & Wesson Obtain Injunc- 
tion 

Judge Learned Hand in the United 
States District of the Southern District 
of New York has handed down a deci- 
sion in the actions brought by Smith & 
Wesson against the Paramount Trad- 
ing Co. and the Import Trading Co. to 
restrain the sale of certain Spanish 
made imitations of Smith & Wesson 
revolvers. According to the opinion of 
the Court preliminary injunction was 
issued against the defendant com- 
panies, by which they are “enjoined 
and restrained from selling, offering 
or advertising for sale any revolvers 
not manufactured by the plaintiffs, ex- 
actly or substantially of similar visual 
appearance to the exhibits annexed to 
the moving papers herein and marked 
“Defendants” Revolvers.” 


Grippin Treasurer of Artistic 
Bronze Co. 


William J. Grippin, treasurer of the 
Bilton Machine Tool Co., machine and 
tool manufacturer, Bridgeport, Conn., 
and a former officer of the Bridgeport 
Malleable Iron Works, and the Eastern 
Malleable Iron Co., Bridgeport, has 
recently been chosen treasurer of the 
Artistic Bronze Co., manufacturer of 
cast brass and bronze hardware, 
Bridgeport. Mr. Grippin was also 
chosen a director of the company. 


Sargent Sales Convention 


The annual sales convention of Sar- 
gent & Co. will be held at the factory 
at New Haven, Conn., during the week 
of June 5. Representatives of the com- 
pany from all sections of the country 
are expected in attendance. Morning 
and afternoon sessions have been ar- 
ranged and a very active and produc- 
tive week is expected. 

Tours through the factory have been 
arranged as a part of the program, dur- 
ing which manufacturing conditions 
and processes will be explained. 

The salesmen will be quartered at 
the Hotel Taft for the entire week of 
the convention, and the annual dinner 
of salesmen and factory heads of de- 
partments is being arranged for the 
evening of June 6 at Hotel Taft. 


Charles E. Swartzbaugh, Sr., Dies 


Charles E. Swartzbaugh, Sr., presi- 
dent of the Toledo Cooker Co., makers 
of fireless cookers, died April 27, age 
sixty-three years. He founded the 
company, of which he was the head, 
twenty-five years ago. One son, Charles 
E. Swartzbaugh, Jr., is vice-president; 
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another, Jason B. Swartzbaugh, is sec- 
retary, and a brother, Clifford K. 
Swartzbaugh, is treasurer of the com- 
pany. 


Robert E. Shanahan Dies 


Robert E. Shanahan, secretary and 
general manager of the Bissell Carpet 
Sweeper Co., Grand Rapids, Mich., died 
April 21 at his home at Grand Rapids. 
Mr. Shanahan had been associated with 





Robert E. Shanahan 


the Bissell Carpet Sweeper Co. for the 
past forty years. He worked his way 
through various departments of the 
firm, holding successively the positions 
of advertising manager, sales manager, 
assistant secretary and finally that of 
secretary and general manager. 








Death of Charles Thompson 


Charles Thompson, president of the 
Herbrand Co., Fremont, Ohio, manu- 
facturers of wrenches and forgings, 
died April 15. 








West Penn. Radio Incorporates 

The West Penn Radio Co., Pitts- 
burgh, has been incorporated with a 
capital of $5,000 to deal in electrical 
and radio supplies. Warren T. Smith, 
6906 Butler Street, Pittsburgh, is 
treasurer. 


New Electrical Firm 


The Electrical City Radio Co., Pitts- 
burgh, has been incorporated with a 
capital of $5,000 to buy and sell elec- 
trical equipment and machinery. James 
C. Berardino, 7721 Frankstown Avenue, 
in that city, is treasurer of the new 
company. 


Russell, Burdsall & Ward to 
Build at Pittsburgh 


The firm of Russell, Burdsall & Ward 
Nut & Bolt Co., one of the oldest 
concerns in the country making nuts 
and bolts, has bought land contain- 
ing twenty-seven acres at Coraopolis, 
about twenty miles from Pittsburgh, 
on which it proposes to build a large 
plant for the manufacture of nuts, bolts 
and, perhaps, some other lines of prod- 
ucts. The company desires to be nearer 
the sources of supply of raw materials, 
which is the reason for the building of 
the new plant in the Pittsburgh dis- 
trict. It is understood the company 
will continue to operate its present large 
plants at Port Chester, N. Y. 


Kaufman Leaves American 
Hardware 


A. H. Kaufman, Jr., for some years 
assistant to W. W. Jacobs, secretary 
and treasurer of the American Hard- 
ware & Supply Co., Pittsburgh, has left 
that concern and will travel for the 
McHenry-Millhouse Mfg. Co., makers 
of roofing, making his headquarters at 
Lancaster, Pa. 


Graham Nut & Bolt Co. 
Incorporates 


The Graham Nut & Bolt Co., Pitts- 
burgh, has been incorporated with a 
nominal capital of $5,000. This is the 
concern that recently took over the 
Graham Nut Co. of Pittsburgh. The 
Jones & Laughlin Steel Co. is now in- 
terested in the company. 


Lanbush Sales Company 
Incorporates 


Incorporation papers have been is- 
sued to the Lanbush Sales Co. and the 
Geo. H. Fisher Co., manufacturers’ 
representatives, both of 416 Broadway, 
New York City, under the name of 
Lanbush-Fisher Co., Inc. This con- 
solidation brings together several lines 
which include builders’ hardware, glass 
knobs, locks, padlocks, masons’ tools, 
bathroom fixtures, power grinders and 
other hardware specialties. The incor- 
porators are F. H. Ritterbusch, A. M. 
Phelan and George H. Fisher. Their 
territory includes New York, New Jer- 
sey, New England and the export trade. 


Marcus Change Name 


Marcus Brothers, 174 East 111th 
Street, New York City, have changed 
the firm name to Marcus Brush Co. 
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“C-B-CO” Bottle Capp 


Improved Automatic Release—Complete 


Going Like Hot Cakes! 


Caps ’Em All 


Your customers can use 
any bottles they have or 
any they can get. It makes 
no difference to the 
“C-B-CO” Bottle Capper 
what size or shape they 
are. The “C-B-CO” adjusts 
itself to fit any size bottle. 


Dealers everywhere are sending in enthusi- 
astic reports. “C-B-CO” Bottle Cappers 
are fast replacing all old-style, makeshift 
cappers on the market. Indications point 
to the biggest beverage season in history. 
The “C-B-CO” is used in thousands and 
thousands of homes because it is simple, 
practical and complete in itself. No stands 
required. Popular with dealers because it 
sells on sight, stays sold, brings other busi- 
ness. Order from your jobber or direct from 


stock-Bolton Co.Kansas Cite Mo. 
Comstock-Bolt ¢ 


Easy to Use 


Nothing to get out of fix; 
nothing complicated; noth- 


_ ing to give trouble. A 


sturdy, easy-to-operate bot- 
tle capper, built on the 
correct principle. Your 
customers will see its ad- 
vantages at a glance. 
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7 Notes of the Retail Hardware Tiads 














HAZLETON, PA:—Wagner Bros. Hard- 
ware Co., Inc., 345 West Broad Street, 
desires the name-and address of. the 
manufacturer of “Hoffman” casement 
window hardware. 

SANTA Monica,. CAL.—Plans have 
been completed for the erection of a 
new building at Fifth Street and Santa 
Monica Boulevard, to be occupied by 
McClellan & Larkin of Covina, with a 
complete stock of hardware, paints, 
crockery, etc. It is expected that the 
building will be completed by July 1. 

LonG BEACH, CAL.—The American 
Avenue Hardware Co., wholesaler and 
retailer, 33 American Avenue, re- 
quests catalogs on the following: Bath- 
room fixtures, belting and packing, 
builders’ hardware, building paper, 
cutlery, electrical household specialties, 
flashlights, garage hardware, heating 
stoves, heavy hardware, home barbers’ 
supplies, kitchen housefurnishings, 
lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumb- 
ing department, prepared roofing, re- 
frigerators, shelf hardware, silverware, 
stoves and ranges and washing ma- 
chines. 

Napa, CAL.—Cookson & Weed, 11 
North Coombs Street, have added a line 
of sporting goods, on which catalogs 
are requested. 

WILMINGTON, CAL.—The Wilmington 
Hardware Co., 300-302 Canal Avenue, 
has purchased the hardware stock of 
C. H. Olsen. Catalogs requested on 
builders’ and marine hardware. 


New Haven, CONN.—The Jackson 
Marvin Co. has been incorporated with 
a capital stock of $25,000. The con- 
cern will conduct a wholesale and re- 
tail business with the following in- 
corporators: W. Smith Jackson, Gordon 
H. Marvin and Frank E. Bollmann. 

Wassaic, CONN.—Morse, Stevens and 
Smith have purchased the hardware 
and plumbing business of George W. 
Gibney of Pawling, who has been in 
business for many years. 


BoNNERS FERRY, IDAHO. The 
Richardson-Monks Hardware Co., suc- 
cessor to the Kinnear Hardware Co., 
requests catalogs on automobile ac- 
cessories, automobile tires, barn equip- 
ment, bathroom fixtures, belting and 
packing, bicycles, builders’ hardware, 
building paper, churns, cream sepa- 
rators, cutlery, dairy supplies, electrical 
household specialties, electrical supplies 
and equipment, farm implements, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline, gasoline engines, 
guns and ammunition, heating stoves, 
heavy hardware, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, refrigerators, 
shelf hardware, silverware, sporting 
goods, stoves and ranges, washing ma- 
chines and wheel toys. 

STRAWN, ILu.—Kuntz Bros. are pur- 
chasers of the stock of the Wilhite 
hardware store. 

Van BurEN, IND.—Arthur H. Nye 
is the new owner of the stock of hard- 





ware and implements of Dahl L. 
Strickler. 

DUBUQUE, Iowa.—A. A. Trebon, 1236 
Iowa Street, has bought the Klauer & 
Kress hardware business. 

SCHLESWIG, Iowa.—Barton Varner 
has commenced business here, carrying 
a stock of hardware, plumbing and 
heating materials and sheet metal. 
Catalogs requested. 


Capiz, Ky.—The Press-Tom Hard- 
ware Co. has opened a store here and 
requests catalogs. 

Cass City, Micu.—J. L. Hitchcock 
& Sons request catalogs on radio and 
electrical household equipment. 

FRANKENMUTH, MicH.—A Nuechter- 
lein & Co. are successors to Adolf 
Nuechterlein. 

BARNESVILLE, MINN.—Lars J. Kettels- 
rud has opened a store here, dealing in 
barn equipment, belting and packing, 
builders’ hardware, churns, cutlery, 
flashlights, fishing tackle, gasoline, 
guns and ammunition, heating stoves, 
lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, pumps, 
shelf hardware, silverware, stoves and 
ranges and washing machines. 

BURTRUM, MINN.—George B. Burch 
& Son have bought the stock of the 
Hillman hardware store. They also 
operate a branch store at Grey Eagle. 
Catalogs requested on a general line of 
hardware. 


CAMBRIDGE, MINN.—Rosell Bros. & 
Sohlberg have sold their business to the 
Holmstrom Hardware & Furniture Co. 

DETROIT, MINN.—The Detroit Hard- 
ware Co., owner of the F. E. Johnson 
stock, requests catalogs on a line of 
fishing tackle, sporting goods and tools. 

MINNEAPOLIS, MINN.—The Wohler 
Hardware Co., 3005 Hennepin Avenue, 
has purchased the hardware business 
of the Jones-Sawyer Hardware Co. 

WAVERLY, MINN.—Janson Bros. have 
bought the stock and building of L. 
Zimmer. 


IpswicH, Mass.—The hardware and 
paint business of John W. Goodhue, 
Market Street, has been incorporated 
under the name of the John W. Good- 
hue Corp. The business was estab- 
lished in 1886. Walter J. Shaw, who 
has been employed for a number of 
years as clerk; Miss Mabel A. Thurs- 
ton, bookkeeper, and Mr. Goodhue, who 
is also president, are the incorporators. 

CLAREMONT, N. H.—John G. Boyn- 
ton and Wayne K. Gardner have been 
admitted into partnership in the firm 
of Boynton & Ellis, Inc. 


Derry, N. H.—The C. D. Davis Hard- 
ware requests catalogs on sporting 
goods and builders’ hardware. 

Morristown, N. J.—H. E. Stirn has 
sold his hardware store to J. Glick. 
Mr. Stirn, who has been in the hard- 
ware business for the past twenty-four 
years, will retire. 

HoNEOYE FALLS, N. Y.—Frederick 
Wolfsberger has commenced business 
here, carrying both a wholesale and re- 
tail stock of the following, on which 


requested: Automobile 
accessories, automobile tires, barn 
equipment, belting and _ packing, 
bicycles, builders’ hardware, building 
paper, churns, cream _ separators, 
crockery and glassware, cutlery, dairy 
supplies, electrical household special- 
ties, electrical supplies and equipment, 
farm implements, flashlights, fishing 


catalogs are 


tackle, furnaces, garage hardware, 
gasoline, gasoline engines, guns and 
ammunition, harness, heating stoves, 


heavy hardware, insecticides, lubricat- 
ing oils, mechanics’ tools, paints, oils, 
varnishes and glass, poultry supplies, 
prepared roofing, pumps, sewing ma- 
chines, shelf hardware, sporting goods, 
stoves and ranges, tin shop and wash- 
ing machines. 

FREDERICKTOWN, OHIO.—The Her- 
ring-Perry Co. have taken over the 
stock of Hull & Brown. 


CHESTER, Pa.—The Galey Hardware 
Co. has recently suffered a fire loss. 
Catalogs requested on barn equipment, 
bathroom fixtures, belting and packing, 
bicycles, builders’ hardware, building 
paper, cream separators, crockery and 
glassware, cutlery, electrical household 
specialties, farm implements, _flash- 
lights, fishing tackle, garage hardware, 
heating stoves, heavy hardware, home 
barbers’ supplies, kitehen housefurnish- 
ings, linoleum and oilcloth, mechanics’ 
tools, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, toys and games, 
washing machines and wheel toys. 

Paris, TENN.—The Paris Hardware 
Co.’ has started business here, with 
C. G. Abernathy as manager, to deal 
in the following, on which catalogs are 
requested: Bathroom fixtures, belting 
and packing, bicycles, building paper, 
churns, crockery and glassware, cut- 
lery, dairy supplies, electrical house- 
hold specialties, electrical supplies and 
equipment, flashlights, fishing tackle, 
guns and ammunition, harness, heating 
stoves, home barbers’ supplies, kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, prepared 
roofing, refrigerators, shelf hardware, 
silverware, sporting goods, stoves and 
ranges and wheel toys. 

BELMONT, W. Va.—A. D. Hannen re- 
quests catalogs on automobile ac- 
cessories. 

Mapison, W. VA.—The Boone Hard- 
ware Co. has opened a new store here, 
and will handle a general line of farm 
hardware, stoves, ranges, tools, cutlery, 
kitchen utensils and builders’ supplies. 
Catalogs requested. 

GREEN LAKE, Wis.—M. D. Stoddard 
is the new owner of a hardware store. 
His stock comprises the following, on 
which catalogs are requested: Builders 
hardware, dairy supplies, furnaces, 
heating stoves, kitchen housefurnish- 
ings, prepared roofing, stoves and 
ranges and tin shop. 

MONTGOMERY, MINN. — The Pany 
Hardware Co., which recently engaged 
in business here, requests catalogs on 
stoves and washing machines. 
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GATES HO 


‘‘The Standardized Radiator Hose’’ 


Marked by Inches 
Easily Cut to Length 


In just one year, Gates 
Vulco Hose has be- 
come the standard ra- 
diator hose of America. 


Made by the World’s Largest 
Manufacturers of Fan Belts. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


New Born Combination Range 


The Born Steel Range Co., Cleve- 
land, Ohio, have added an attractive 
Combination Duplex Range to their 
standardized line, known as No. 506. 


Born Duplex Range No. 506 

Its particular features are simplicity 
of appearance and design, with an am- 
ple overhead oven and broiler for gas. 
The body of the range is for coal and 
wood, with a roomy, 20-inch oven, and 
the top is divided for coal and gas. 


Roller Screen and Window 
Ventilator 


The Continental Company, Detroit, 
Mich., announce their Universal roller 
screen and window ventilator. This is 
an automatic roller screen contained in 
a weatherproof, protected case, easily 
attached to any window. The screen 
roller is easily interchangeable with a 
cloth roller ventilator for winter use. 
The new automatic roller feature has 
been designed to do away with the an- 
noyance of putting up screens, remov- 
ing them, storing and painting. The 
operation of the roller is exactly the 
same as a window shade. The screen 
is made of flexible waterproof durable 
fiber cloth, locked at every mesh by a 
patented process. When the window is 
closed the screen is out of sight, rolled 
away in its metal case. As the window 
is opened the screen follows it up, ef- 
fectively covering whatever space the 
window is opened. 

In the ordinary window screen dirt 





Keep Your Stocks 
Up-to-date! 
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SURETY 





accumulates and exposure to the 
weather rots out the screen. The roll 
feature eliminates this as the screen is 
only exposed while the window is 
opened. 

If awnings need attention or the win- 
dows are to be washed, a very slight 
lifting of the metal bound top of the 
screen disengages it from the window 
sash. The frame work is of steel and 
finished in a dark brown enamel that 
will harmonize with any paint or var- 





























Universal Roller Screen and Window 
Ventilator 


nish, or the framework can be painted 
to match. All metal parts are rust 
proof. 

The ventilator roller is made like the 
screen roller and the change from one 
to the other is made with only a slight 
adjustment. The ventilator is a spe- 
cially treated buff-colored fine mesh 
cloth, which acts as a filter for the air, 


keeping out drafts, dirt and dust, rain, 
snow or soot. The operation of the 
roller ventilator is just the same as 
the roller screen. It is automatically 
picked up by the window sash when 
the window is opened and when re- 
i ased from the sash simply rolls up in 
the roller case. 

These are manufactured in widths 
varying 1 in., from 18 to 40 in. The 
height of the roller screen is 27 in. 
in the clear. Each roller outfit is packed 
in a separate box and a stock will re- 
quire very little storage space. 


Will Sharpen Any Lawn Mower 


The Strite Governor Pulley Co., 307 
Third Street, Minneapolis, Minn., has 
placed on the market the Juistrite 
Lawn Mower Sharpener. 

The Justrite Lawn Mower Sharpener 
is so constructed that any make of lawn 
mower can be instantly installed with- 
out removing the roller, reel, cutter 
bar and handle. Only one wheel is re- 
moved and the lawn mower clamped 
in the machine ready to sharpen. The 
reel and cutter bar are sharpened to- 
gether the same as the valves in a 
motor engine are ground in together 
with emery and oil, which is the only 
scientific method to accurately sharpen 
a lawn mower. This is the only method 
by which the proper clearance and cut- 
ting edge can be ground on both the 
reel and cutter bar. 

The Justrite Lawn Mower Sharpener 
is strongly built. It is equipped with 
a clutch pulley for engaging and disen- 
gaging the power. We furnish a hand- 
crank when motive power cannot be 
used. It requires but one-eighth to 
one-quarter horse power to operate the 
Justrite Lawn Mower Sharpener. It is 
said that a lawn mower can be sharp- 
ened in less than fifteen minutes on the 
Justrite sharpener. 














Justrite Lawn Mower Sharpener 
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From Coast to Coast— 


Builds 
Bigger 
Business— 


In populous New York; bustling Chicago; progressive San Francisco; 
in scores of the cities between; and on the traveled highways, 
gigantic, beautifully designed pictorial bulletin boards tell of 
R-W hardware. 


Leading publications, like Good Housekeeping, House & Garden, 
and House Beautiful carry the R-W story right into the homes of 
the ultimate consumer. 


Great business papers—Hardware Richards-Wilcox Manufacturing 
Age, National Hardware Bulletin, Company is the unquestioned 
Building Age, National Builder, leader in the field of builders’ 
American Builder, American hardware advertising. Every 
Architect, Architect & Building, effort made by them and every 
and similar media place the facts dollar invested in their advertis- 
of R-W leadership before the ing does its share toward send- 
men who plan, build and sell. ing you more business. 


Richards Wilcox Mfs. (0. 


‘AURORA, ILLINOIS,U.S.A. 


Minneapolis Chicago New York Cleveland 
Philadelphia Boston St. Louis Indianapolis 
RICHARDS-WILCOX CANADIAN CO lf 
Winnipeg LONDON, ONT. Montreal 
sa fo agen &) Slidetite panty i door —_ 
yy Richards-W ilcox, is the ~_ ware is widely imitated. 
original sliding-folding gar- § Sy See: 2 Imitation is the sincerest 
age door hardware. oS enn KD form of flattery. 
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Cleaner Sweeps Across Entire 
Windshield 


The Jiffy Windshield Cleaner is made 
by The LaVietes Mfg. Co., New Haven, 
Conn. (Station A). Instead of apply- 
ing it over the upper frame work of 
the shield it fits over the bottom of the 
upper half of the glass. In use it is 
swept across the entire surface, clean- 











Jiffy Windshield Cleaner 


ing thoroughly both sides of the shield. 
It will not rattle, fits all two piece 
shields and is easily and quickly ap- 
plied. 


Two Auto Clocks 
The Glownite Motor Clock is a ra- 


dium-dial timepiece, made of nickel 
silver which, it is said, will not rust, 
tarnish or “spot.” Though it may be 
attached in a few minutes by means of 
three small bolts and nuts—without 
cutting a large hole in the instrument 
board—it cannot be removed without 
taking considerable time and trouble— 
making it practically safe from theft. 
Mounted in a special vibration-proof 
case, the works are protected from 
shocks. 

The Paramount, a trim silvered-dial 
clock, with numerals clearly outlined, 
is intended for the use of motorists 


Now Is the Time to 
Equip the 
Spring Tourist 








who do little or no. night driving. 
Aside from the dial and a slight differ- 
ence in shape, it is similar to the Glow- 
nite in all respects. 














Paramount and Glownite Clocks 


Glownite and Paramount Motor 
Clocks are manufactured and sold by 
J. F. Mansfield, 9 Maiden Lane, New 
York City. 

Auto Tow Strap 

Many an autoist has experienced the 
discomfort and expense of being forced 
to call upon a garage towing car to 
drag in his stalled car. Whereas, if he 


Rusco Towing Strap 


had a handy article like the Rusco tow 
strap under the seat a friendly brother 
motorist would gladly pull him into 
town. This strap is made by the Rus- 
sell Mfg. Co., who claim that it is 


cheaper than chain or wire cable, and 
is as strong as either. It is also lighter 
and will not scratch or mar the surface 
of the car. 

A patented friction buckle makes it 
easy to attach the strap to the axle in 
a few seconds. 


Gas Reserve Attachment for 
Fords and Chevrolets 


Sipco Reserve Attachments are made 
by the Schartow Iron Products Co., Ra- 
cine, Wis., and are built exclusively 
for Ford and Chevrolet cars. The de- 














Sipco Reserve Attachment 


vice is screwed into the sediment bulb 
found at the bottom of the gas tank and 
the job is done. The sediment bulb must 
be removed before applying the reserve 
attachment. This enables the driver 
to always have one gallon of gas in re- 
serve whenever his regular supply runs 
out. A gallon of gas will always *e suf 

ficient to carry him to the nearest gas 
station. 








